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DETROIT LUBRICATORS 


Have Given Satisfaction 
For Forty Years 


Built in a sufficient variety of styles to lubricate 
properly every type of steam engine, pump, gas 
engine, air compressor, etc. 

Send today for catalog L-1. The information on lu- 


bricating devices contained in it will be valuable 
to you. 








Their Efficiency Holds Over 
» Half the World’s Trade 
































Makers of the DETROIT |UBRICATOR (OMPANY 
Stewart Carburetors nme estes eee + ae 
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GILBERT WOOD PULLEYS 











SAGINAW MANUFACTURING COMPANY 


| SAGINAW, MICHIGAN 
Chicago Branch 


New York Branch 
105-9 South Jefferson Street: 


88 Warren Street 
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MAKING 
POWER 
PRODUCE : 


Men, material, machines, all played a wonderful part in winning the war. But a 
stream of power backed them in every plant. Belts were humming day and night as 
they carried energy from engine rooms t» machines. 

Results were the great consideration. We were constantly challenged to conquer hard 
drives; stop leaks; boost production;—and Chicago Leather Belting never failed. 

One manufacturer of airplanes gave us a blanke: order to equip his new plant with belting. Our 
engineers installed thousands of feet of belting on hundreds of machines,—and not a single in- 
stance of wrong equipment marred their score of maximum efficiency. 

Now, more than ever, We' are prepared to help you to more power, less waste, lower costs. 

Chicago Leather Belting, Reliance, Sea Lion, White Strip, will carry more—last longer—and cost 
less in the end. They have no substitute. 


Chicago Belting Company di 





Re its se 
WORLD’S LARGEST AIRPLANE FACTOR 





es 


New York 119 N. Green Street Los Angeles es 
Cleveland Chicago. Ill. San Francisco oe 
Rockford, Ill. = Portland, Ore. 
New Orleans Seattle, Wash. 












































Pu LLEYS 





IMESTONE 





The Ohio Valley Pulley Works, Inc. 


Maysville, Ky. 


Pulleys Exclusively for 33 Years 
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“SATISFIED” 


That Is What You Will Say After Trying 


The Unions With the Brass Valve Seated Disc 


DURABLE, ECONOMICAL AND SAFE 
ILLINOIS MALLEABLE IRON Co., CHICAGO, ILL. 


iy eS ! Manufacturers of a Complete Line of MALLEABLE AND 
inde of Nesey Puttwen Ale CAST IRON PIPE FITTINGS Write for Catalogue 


Furnace Malleable fron For Sale by C. J. RAINEAR & CO., Philadelphia, Pa. 
























The Highest 
Grade File Made 


DELTA FILE WORKS, PHILADELPHIA, PA., U.S. A. 

















momnam" WO. Davey & Sons The Only Devers 
Friction Board and Oakum 


of time-tested, time-proven 
70 Years QUALITY are back of 


every piece of goods bearing the DAVEY stamp 






Davey’s 
guarantee 
means 
__ satisfaction 
“4 or your 

, money 


back. 





You are assured you are giving your customers the BEST when you sell them DAVEY’S 
voods. You protect yourself, at the same time, against “kicks’’ and “‘sore,”’ dissatisfied trade. 
Try us with a sample order—your others will follow. 


W. O. DAVEY & SONS, 164 Laidlaw Ave., Jersey City, N. J. 


LEIGH H. DAVEY, President E. S. DAVEY, Secretary Wm. O. DAVEY, Treasurer 
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“TOLEDO” No. 00 I PEDEREDaR | 
THE IDEAL SMALL TOOL ) 











No other small pipe threader can compare with this ‘‘Toledo’’ No. 00 
tool for all around e fficiency and ease of handling. 

It is the smallest, simplest and most efficient ', in. to *>, in. threader 
in use today. Equipped with ratchet and extremely compact, it is the 
ideal tool for any job. 


Tens of thousands have been shipped, hundreds of others are being 
shipped each and every month. This No. 00 is but an example of 
‘*Toledo”’ efficiency and popularity. 


We will be glad to send catalogue and discounts on request. 


ss A 


. yes "as 
A Sign You Fraaoe €(T)) man 3 Can Rely On 
Van iain 


y 
Yo 


THE TOLEDO PIPE THREADING 


MACHINE CO. TOLEDO, OHIO 
New York Office, 50 Church St. 











We know they are going to do their 


cally, because- 


Every article we manufacture is rigidly 
tested for imperfections before leaving 
our factories, and 

\r5 oye eC 4 | . nm | fl: : 
We guarantee it to be without flaw in 


material or workmanship. 


DEALERS: The above statements apply strictly 
to our entire comprehensive line of Brass 
Goods, Malleable Pipe Connections and 
Drainage Fittings. Get acquainted with this 
old established line. Sold through dealers for ° 


twenty-seven years. 





DETROIT VALVE & FITTINGS and DETROIT BRASS WORKS 
DETROIT. MICH. 
Valleable Works, Wyandotte, Mich. Brass Works, Detroit. Mich. 


New York Office (Metropolitan District only) 1107, 101 Park Ave. H. Romeyn Smith, Representative 
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Appreciation of good tools is natural 
to every mechanic. This explains the 
world-wide popularity of 


“BEAVER” Quality Pipe Tools 











nufacturers of HIGH-GRADE TOOLS | 
TTING and 


w| THE. BORDEN COMPANY | 


for Cl 





WARREN 








i SOLD 
a a 


id THREADING PIPE 
OHIO, U. S. A. H 
BY ALL LEADING SUPPLY HOUSES | 
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rench Power 


Here is real wrench power. More tl 


an regu- 
eTIp, it’s Pexto Pipe Wrench Grip. (Once on, 
“hangs on,” until pipe threads break, if one has 
the pulling strength. 
Here’s an American-made pipe wrench = in 
vorld-wide use. Go where you will vou'll tind 
Pexto Tools on the ) 


job. Master and Journeyman 
Plumbers everywhere are using more and more 
Pexto Pipe Wrenches. 

Pexto Pi 
Grade Metal, the parts fit perfectly, and the jaws 


e Wrenches are forged from High 


respond to the slightest turn of the adjusting nut. 


Made by America’s century-old tool and machine 
naker. Pexto experience and reputation is your safe 


guard when you buy pipe wrenches 
If your iobber cannot supply 


\Vrenches, write us direct 


THE PECK, STOW & WILCOX COMPANY 
Mfrs. Mechanics’ Hand Tools, Tinsmiths’ 
and Sheet Metal Workers’ Tools and Ma 
chines, Builders’ and General Hardware. 


Southington, Conn. Cleveland, Ohio 


uu with Pex 


\ 
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For practically 35 years the whole time. thought and energy of 
the three Reeves brothers have been centered upon one object 
that of manufacturing “The Reeves” Wood Split Pulley -o good 
and strong and true that it will meet every requirement of 
every power user, the world over. 





\ pulley designed to give greater strength than any other 


-teel. iron or wood pulley. 


\ pulley that runs truer than any steel or iron pulley can 


be made unless it has a turned or ground face 


\ pulley that stavs true forever. regardless of the hard 


service or Knocks to which it is subjected. 
\ built-up pulley that has no riveted 


or bolted joints to 
~hear or work loose. 


\ pulley with a face to which a belt will cling and transmit 
all the power delivered to it. with minimum slippage. 
\ pulley without grooves or flat places in the face which 
would reduce the frictional area and decrease its efficiency. 
\ pulley that grips the shaft like a vise; that will twist 
a shaft in two without slipping. 

That is the kind of pulley ~The Reeves” 


was in the beginning, is now and 


Wood Split Pulley 
always shall be. 
“The Reeves” Wood Split Pulley 


is sold through jobber- 
and dealers altogether. 


We believe in and abide by this rule. 


Columbus, Indiana 


Chicago Branch, Cor. Clinton and Monroe Sts. 
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best describes the engineering, manufacturing and 
production facilities of our organization. 


Anticipating industrial future needs with respect to trans- 
mission equipment, 


THE W/W * 98 LINE 


1s being constantly subjected to service tests and applications 


under modern and expected future conditions. 


Regardless of whether your power transmission needs are regular 
or special, consult our Service Department and obtain the 
benefits of 62 years experience in the successful working out of 
similar problems for thousands of manufacturers. 


CHAMBERSBURG, PENN. 


MINA 
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“To Get the Right Start—Equip with -MEDARP”’ 


MAEDAIR 


ME AN _ S§S 
sve Musa ; 
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in Line Shafting Equipment 


C| Although common impression due to our corporate name perhaps ) has been that the name ‘‘Medart” means 
‘Specialists in Pulleys alone,” the facts are that Pulleys——-every type: Cast Iron, Wood Split, and Steel Rim— 
constitute only a small percentage of our production. 


( We are importantly engaged in the manufacture of Turned and Polished Steel Shafting, Couplings, Collars 
Hangers, Bearings, Bearing Supports, Friction Clutches, Gearing, Rope Sheaves, Belt Tighteners, American and 
English System Rope Drives and so on. 


(| In fact, we cover the mechanical transmission field, and have 
fully equipped many of the largest and best known plants that 
are noted for high efficiency. 


J S/ not overlook the advantages and profit in 
j iwi } j j ° j : 
dart Equipment Our prices are always attractive. 
Py , i a7 y 
a suarant ed fo £10e Satisfaction on the moncy- 
, } } S 7 / I} } yr 1170 th > of do f lod 
1 ¢ ill harmonize the needs demanded. 


MEDART PATENT PULLEY COMPANY 


Main Office and Works: 
ST. LOUIS, MO. 





Medart Double Brac Engineering Sales Offices: Cincinnati Warehouse and Office: Medart V-( iroove Friction 
Ring Oiling Ball and Clutch, to which either a 
Socket Adjustable Drop Chicago Philadelphia 211 Vine Street Pulley, Gear, Rope, Sheave or 


Sameens Sprocket may be attached. 
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“Atkins Metal Cutting 
Saws and Machines 


have made our Shop efficient. They cost more, Mr. 

Purchasing Agent, but my practical experience 
proves that they are worth more and last 
longer.” 


“All right, Jim, specify these products by 
name—ATKINS—and I'll see that you get them 


every time. They save money in the 
long run.” 


Write today for 


METAL CUTTING LITERATURE 


Bg E.C. ATKINS & CO,, Inc. 


Established 1857 


INDIANAPOLIS, U. S. A. 
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ALL SUPPLIES 


GEO. W. PYOTT CO. 


Manufacturers 


“a 





Friction Clatches and Clutch Pulleys 




















Reliable Friction Clutches and Clutch Pulleys are in constant demand. 
A reliable clutch is a shop asset; a cheap, unreliable clutch is a shop lia- 
bility which promises loss of time and money. 

Pyott Friction Clutches and Clutch Pulleys are reliable, being simple 
in design, and the few parts are mechanically perfect in construction 
and material. 

Simplicity of construction, simplicity of application, simplicity of ad- 
justment, and simplicity of repair make the Pyott Friction Clutches and 
Clutch Pulleys superior to all others in ease of operation and economy 
of maintenance. 

You are desirous of satisfying your trade. There is no better way to do 
this than by supplying equipment that has a reputation for uniform qual- 
ity and maximum service. The Pyott trademark is sufficient guarantee. 


Write for Catalogs and Dealers’ Discounts. 


Geo. W. PyottiCo. 


Formerly Pyott Co. 


North Avenue and Noble St., Chicago 
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Your Customers Look for Quality 
AndiFind It in O-B Valves 
















Constant advertising tells your 
customers the “Quality First” story 
of O-B Valves. 


—tells them how the chemical lab- 
oratory insures good metal. 









—tells them how the inspectors 
check every part. 










—tells them how every valve must 
pass a rigid test. Ce 





mag —tells them to buy O-B Valves 
| from their Mill Supply House. 









Are you ready to supply them? 


ae a ae 
P ae Sta EEE \ 
hio Brass Company, Mansfield, Ohio 
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The Accumulated Experience 
of Seventy Years 
is built into 


Test Special 
RUBBER BELTING 


Nearly three-quarters of a century of development and scien- 
tific effort directed toward creating the utmost in Belting 
value, is the basis on which “Test Special” Belting is built. 


It embodies the three essentials of good belting: 
Strength, Service and Economy 


surface and extreme flexibility afford great 





The “friction” 


} “1 : - - . . . 
| The sustained quality of the raw materials and workmanship in- ¢ 
f pulley grip. 


sures the maintenance of a high standard of strength. 

. ° . . . " i Oe wae affec ss ange 

For enduring service in lumber and paper mills, machine shops, ay ae inka it is waterproof and unaffected by changes 

textile mills, cement plants, etc. “Test Special” has proven its %™ temperature. — : ; ; 

worth. No belt dressing is required to make it do its work. 

It stands up in high speed work, the real measure of belting [he economy of “Test Special” is in its long life and free- 
dom from maintenance expenses. 


efficiency. 
“Test Special” Rubber Belting is a product built by the pioneers in the Mechanical Rubber Goods field, which 
by the manner of its making will not fail. 


NEW YORK BELTING AND PACKING CO. 


Pittsburgh - St. Louis - 





New York . Boston . Chicago - Philadelphia 


PACKING . PUMP VALVES - 


BELTING - 
(FE RR eS ROTORS NRA Be NNR RA A EP 
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_ American Injector Co. 
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| Conditions Have Changed 


Commercial, financial and social con- 
ditions have changed more in the last jf} 
five years than in the previous fifty 
years. And the old conditions will |f} | 
never return. 
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DETROIT rig Among other things, power users are |f| 
‘ more alive than ever to the necessity of _ |f} 
conserving fuel by stopping leaks in 
the use of power, and avoiding useless 
wear and tear on. machinery. Friction 
clutches are in greater demand than 
ever and we need dealer agents in a 
number of good sized cities to supply 


= 1 = the growing demand = for Hilliard 
Get Our Prices : the gr 
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and Couplings. 


” s : 
Le us ell ol hz he yrospec or 
Before Put ting In = aot h Ss tl s S a a sual - AB ts ie 


lecide whether you want -to turn this 


Your Stock Order : ee) Oe 


BRUNA HT EMnA = HILLIARD CLUTCH & MACHINERY CO. 
= ELMIRA, N. Y. 
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—— Engineers’ 
=a Red Book 
Free for 
Asking 
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Double Groove, Bronze or Steel Reinforced with Bronze or 
Steel Lacing, and Spiral Steel Wire 


Light—Tight—Flexible 


The only All-Metal Hose which retains its flexibility under pressure. 

For High Pressure Steam, Oils, Fat, Grease, Tar, Acid, Liquid Asphalt, Alkali, Ammonia, 
Paint, Varnish. 

For Blowing Boiler Tubes, Testing Boilers, Washing Out Boilers, Operating Steam Drills, Ham- 
mers, Pile Drivers, Pumps, etc., Steam-heated Presses, Oil Feed Lines on Machine Tools, Carrying 
Exhaust Gases, Covering Electric Wires, Carburetors. 

Each length tested before shipping, under from 400 to 600 Ibs. hydraulic pressure, according 
to size. 

If you are having trouble with other kinds of hose, write for No. 59 descriptive folder, or bet- 
ter—send in your trial order. 


MULCONROY CO., Inc. 


ESTABLISHED 1887 


Main Office and Works—Parkside Station, Philadelphia 


150-152 Chambers St. 112 Market St. 553 W. Van Buren St, 
NEW YORK PITTSBURGH CHICAGO 
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DISSTON 
Interlocked Inserted Tooth 


CIRCULAR MILLING SAW 














es ' 
318870] 
USA / 
} 


Cut shows 60 in. Circular Milling Saw, Disston Interlocked pattern of Inserted Tooth, 
teeth of High Speed Steel all of the Disston manufacture. Saw being operated in the 
Foundry of the Wm. Cramp & Sons Ship and Engine Co., Philadelphia. 

This Blade is being run at a speed of about 60 ft. rim motion, cutting through the Hub 
of a Manganese Bronze Casting 18 in. in diameter. Material named toughest manufac- 


tured for the purpose. Write us for fuller details. 


What we can do for our neighbors we can do for you. 


HENRY DISSTON & SONS, Inc. Established 


Keystone Saw, Tool, Steel and File Works 1840 
PHILADELPHIA, U. S. A. 
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Is a Big Seller! 


A goodly number of the leading 
mill supply houses in different sections of the 
country are finding MACHINEBRONZE 
an exceptionally big seller. Many of them 
who stocked MACHINEBRONZE bars and 
bushings as an emergency proposition, to 
assist their customers who needed this ma- 
terial in a hurry for repair work, have found 
that it is possible to sell consumers their 
full requirements of bronze. 


A Quality Product 


MACHINEBRONZE is made to 
a formula established some years ago as 
standard for machine construction and _ re- 
pair and is recommended as the best gen- 
eral purpose bronze on the market. Bars 
and bushings are guaranteed uniform and 
as free from imperfections as the most rigid 
inspection and foundry practice will insure. 


MACHINEBRONZE is produced 
in the largest brass foundry in America, un- 
der supervision of a laboratory which has 
no equal in the commercial field. 


We Want More Dealers 


There is still some open territory and it 
is to the interest of progressive supply dealers to 
write for complete information regarding the 
MACHINEBRONZE agency proposition. We co- 
operate with our dealers to the fullest possible 
extent in pushing the sale of MACHINEBRONZE. 


Do not wait until your territory is gone—act now. 


When writing to Advertisers please mention MILI. SUPPLIES. 





















UMORE3: 



































‘‘There’s only one way under the 
sun for us to do this job right 
that’s with a DUMORE Grinder.’’ 


An appreciation of its construction, plus a knowl- 
edge of its past performance, have created this un- 
limited confidence in the DUMORE Grinder. 


The reputation any product enjoys is based upon 
that product’s record for usefulness and efficiency. 
When you sell the universally known and proved 
DUMORE products, you insure service and _ satis- 
faction for your customers. 


The time is ripe for a special drive on time and 
labor-saving machine tools. Machinery that has 
been operating day and night for the winning of the 
war must now be repaired. And the re-entry of 
regular commercial lines upon the market means 
need of additional equipment. Prepare now for 
this trade. Hook up with our extensive advertising 
campaign and get your share of DU MORE business 


from the industries of peace. 


Write today for our attractive proposition to 


distributors. 


WISCONSIN ELECTRIC CO. 
3913, 16th St., Racine, Wis. 


HIGH 
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room use. 
Speed In- 
Spindle A with reach 
$9,000 KR. P.M. 
Comes fully equipped. 
Weighs 17/4 pounds. 








EQUIPMENT B 
For deep internal 
work. Extension 


eh 





¢ 
Equipment A. 


an 
jour. Interchange- j 
able with A and B. 




















Factory Main Office 
Menominee Falls. 40 So. Clinton St., 
Wisconsin Chicago, Ill. 


The Chicago Line | 
Power Transmitting Appliances 


, AML QUPPLIES 


DRIVE 
Fans, Grinders, 
Buffing Lathes and 
allother High 
Speed Machines 
with a_ stationary 
Shaft Counter- 
shaft. 








The Chicago Way to Deliver Power 


Ball Bearing Pulleys on Stationary Shaft 





Easy to Install 


Take any old countershaft and remove all 
pulleys, slip onS.K.F.Loose Pulleys, tight- 


en Hanger Boxes so shaft cannot tum. 


Any Combination of Pulley Sizes. 
Complete Counter when required. 


Designed and Manufactured by 


CHICAGO PULLEY & SHAFTING CO. 


40 So. Clinton St., 
Chicago, Ill. 














ona 
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The making of leather is an art that has come down through the years 
with countless formulas and processes. An absolute knowledge of the 
tanning industry, passed on in the records of Jewell tanneries since 
colonial davs. is the foundation on which our belt making is based. 





is made by workmen of skill and experience throughout each process from tan- 
ning to finishing. Their mastery of their craft results in saving to the belt user, 
whose Jewell Belts withstand the wear of hard conditions. Many of our cus- 
tomers have proved through years of service that Jewell methods produce belts of 
surpassing durability. 


Send your belting problems to 
our nearest office for solution. 


JEWELL BELTING CO. 


Hartford, Connecticut 


CHICAGO BRANCH: 
2837 SO. LA SALLE ST. 


NEW YORK OFFICE: 
2 RECTOR ST. 


= 


YN 








‘Tt is Less Costly to Buy a 
Good Belt than to Suffer 


from a Poor One.”’ 
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The Walworth Complete Line 





@ The completeness and ahead-of-the-future 
features of the WALWORTH Line of Valves, 
Fittings and Tools for Steam, Water, Gas and 
Air should carry a special appeal to the engi- 
neer. 


@ WALWORTH products are not only made 
in an almost countless variety of types and 
sizes, but there is a certain fixed standard of 
quality—an excellence of design—a general 


unity that exists in every WALWORTH prod- 


wet. 








@ This outstanding feature is not the result of 1 
sudden attainment, but is the result of 77 
years sure footed progress in study, research, i 
designing and manufacturing. , 7 


@WALWORTH IS THE OLDEST CON- : i 
TINUOUS MANUFACTURER OF THEIR ss i 
LINE OF PRODUCTS IN THE UNITED i 
STATES. 


@ That WALWORTH quality is universally 
recognized is proved by the great demand for 
WALWORTH products which has more than 


trebled in the last few years. 








Walworth ‘Manufacturing Company 


Oldest continuous manufacturers in the United States (since 1842) of a complete line of valves, fittings and tools for steam, 
water, gas and air. Originators of the famous “GENUINE WALWORTH STILLSON” Wrench andthe “KEWANEE” Union. 









BRANCHES: WESTERN DIVISION: 
Boston Chicago Mew York BOSTON Office: Chicago, Ill. Works: Kewanee, Ill. 


Philadelphia Seattle ‘ ee Pari $ Paul 
Sales Offices: San Francisco, Johannesburg, Havana, Buenos Aires, Santiago, Sydney, London, Paris, Sao Paulo 
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Keeps Ahead of Father Time 


| __ THE PLACE TO LOOK FOR IT 













































ay NUBIAN’ Solid WovenBelting 


7 ELEVATING and 
FOR ALL DRIVES 20IAwe 
The Material 
The yarn used is made from the best grade o,. 
long fiber cotton. Cotton gives strength, flexibility 
and elasticity. 
The Weave 
Empire “Nubian” Belting is woven on heavy 
multiple harness looms that thoroughly bind the 
several warp sets together, producing a belt of the 
utmost density and strength. 
The Treatment 
After leaving the looms, it is subjected to a hot 
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CALDWELL 
CHAINS 


For Elevating, Conveying and 
Power Transmitting Purposes 









Standard Link Belting 
Malleable Roller, 
Steel Roller, 
Ley Bushed, 


Steel Ice Chain, 
etc. 






























per dollar of cost. 


more sales. 






EXC 


Rex Traveling Water Screens, Rex Concrete Mixers and 
Pavers, Rex Sprockets, Rex Elevators and Conveyors 








and delays of breakdowns—as well as giving more service 


Selling them for exacting drives is sure to make substan- 
tial savings for the customer that will result in more and 


CHAIN BELT COMPANY, MILWAUKEE 


NEW YORK CHICAGO PHILADELPH!A DETRO!T PiTTSBURGH ST. LOU'S 





: “(eer : 7 Manu- 
filling treatment of oils and gums which makes it facturers of 
| absolutely waterproof. The strength of every fiber Malleable 
is permanently preserved. Iron and Steel 
The Finish Buckets 
is a black coating, which gives the belt a durable 
and pulley gripping surface, as well as adding to Chilled Rim 
| its appearance. ; ; tae Sprockets 
Empire “‘Nubian’’ Belting | 
' is free trom the usual belt an- 
| saute Guarantest va give PULLEYS GEARS 
| good service. Replaces rubber 
| and leather No plies. Ne BEARINGS 
cement. Transmits power, con- 
veys and elevates. Does not Complete Equipments of Elevating, 
dry out or harden. An excel- Conveying and Power Trans- 
lent belt for mill supply dealers ‘Saat eye ee 
to stock. Write for prices and mitting Machinery 
j samples. : : 
Let us quote you prices. sid A 
OX EMPIRE MFG.CO. H. W. Caldwell & Son Co. 
Ss 97 Spring Street, 17th Street and Western Avenue CHICAGO 
i SS LOCKPORT, N.Y. U.S.A. 50 Church St., New York 709 Main St., Dallas, Tex. 
Rex Steel Chat 
| Steel chains are the superior of iron. 
Sudden and great impact strains do not break or perma: 
nently bend Rex Chabelco Steel Chains as they may bend 
or break even the best iron. 
ral ’ . . . —<a > 
| Rex Steel Chains therefore free drives from the expenses 


A type of Rex 


mission service. 


Chabelco Steel 
Chain for trans- 
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DIAMOND— 
Its SQUARE DEAL 
and Its DISTRIBUTORS 


We believe that no finer co-operative 
spirit exists than that between The 
Diamond Rubber Company and its 
distributors. 


Listen — One of our Distributors is 
speaking— 


“We have sold Diamond Rubber Goods 
now for three years. We have sold 
large quantities, and can truthfully say 
they are giving the very best of satis- 
faction in all the different lines. We 
have never yet made claim for de- 
fective or unsatisfactory goods.” 


From Silk Mills, where Diamond “Lynx” 
drives high-speed pulleys by the dozen, to 
Saw Mills, where Diamond “Defiance” 
takes the continuous strains of 24-inch 
main drives, the result of Diamond co- 
operation is seen. Entire satisfaction to 
the buyer and repeat orders for the Dis- 
tributor. 


Write for our Sales Proposition. We offer 
you our highest quality Rubber Products 
plus Distributor co-operation that is of the 
heartiest and a SQUARE DEAL all the 
time. 


THE DIAMOND RUBBER CO., Inc. 


Distributors Everywhere Factories: Akron, Ohio 
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Absolutely safe No chance for injury 
it or 


u open F 
freely within them 









A Wrench Easy Car Moving This Selling Plan 


* oe —e One man can move cars right along with the Means Brisk Business 
é tse Your customer ‘takes away the 
NEW BADGER CAR Advance Car Wrench or the New 
MOVER - Badger Car Mover. 


The compound levers turn the wheel 

steadily 

No slipping. The safety spurs grip the © 

shoulders of the rail. Injuries are im- & 

possible if the New Badger Car Mover 
sed 










We protect you. He tries it 30 
days. Then he can either return 
it or pay for it. 








s us » @ The basis for this quick selling 
os plan is our unlimited confidence 
~~ eh in our products. Cash in on it. 


First get our catalog. 
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ips only as you press Stopping the pres- 
jaws, permitting the top to spin 


ADVANCE CAR MOVER CO., Appleton, Wis. 


CANADIAN ADVANCE CAR MOVER CO., Welland, Ontario 
























Quick Shipment 
Right Price 


We Manufacture 
Roll Belting 
Tractor 
and 
Thresher Endless 


anvas Stltcned be ing 
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We carry, ready for Immediate Shipment, 
Large and Complete Stocks at our 


New York Store, 38 Murray St. Chicago Store, 167 N. Market St. 
Boston Store, 87 High St. Factory, Easton, Pa. 
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Victor Balata_ & Textile Beltmg Company 
“V-B” (Reg. U.S. Pat. Off.) (Victor Balata) Belt 
Mfrs. of (“WHITE SEAL,” “AMPERE” and 
“SPECIAL” Grade Canvas Stitched Belting 


Main Sales Office: 38 Murray Street, New York, N. Y. 
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“NATIONAL PIP 


She Solution 
ol Manv 


‘‘NATIONAL’”’ Bulletin No. 11—History, Characteristics and 
Lhe Advantages of ‘‘NATIONAL’’ Pipe 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


General Sales Offices: Frick Building 
DISTRICT SALES OFFICES 
Atlanta Boston Chicago Denver Detroit New Orleans New York Salt LakeCity Philadelphia Pittsburgh St.Louis St. Paul 
PACIFIC COAST REPRESENTATIVES : U.S. Steel Products Co. San Francisco Los Angeles Portland Seattle 
EXPORT REPRESENTATIVES: U.S. Stee! Products Co, New York City 


Ask for 
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The International Leather & Belting Corporation 
now joined with Alexander Brothers 


——- 


ALEXANDER [~ INTERNATIONAL 
SUPREME QUALITY // |/4 SERVICE AND DISTRIBUTION 


( N June 2nd, 1919, The International 
) Leather & Belting Corporation of 
New York City, was joined with 
Alexander Brothers of Philadelphia 


rhis union of the personnel of the two 





fact by any belting concern in America. 


Alexander Brothers, through the acqui- 
sition of four additional manufacturing 
plantsand fouradditionalservice branches, 
: vegas have anticipated the larger needs of the 
concerns—their manufacturing facilities : ; : . : 
; ; ; future and are better equipped than even 
—their purchasing power—their quality : as ; ie 

; sre a to serve you in every emergency. 
standards—their breadth and distribu- 

Two successful and internationally 
known houses are thus joined at the most 


tion—means a finer quality of belting 





and of belting service than has hitherto 





been offered by either house, or in eee brilliant period in the career of each. 


Alexander @& 
PHILADELPHIA 


Leather Belting, Mechanical Leathers, Harness Leathers, Strapping 
Leathers, Curried Leathers, Sole Leathers, Belt Dressing and Belt Cement. 





Chicago Cleveland New Haven Atlanta New York 
Boston Detroit Pittsburgh Cincinnati New Crleans Paris 


In addition to the above manufacturing plants and service branches, dis.ributors of Alexander 
Products are located in all of the principal cities of the United States and throughout the world. 

















OVALHOLE 


HOLLOW CENTER PACKING 


One Packing for All Requirements. Instead of increasing your 
stock investment in packings, “Ovalhole” enables you to reduce 


it toa minimum. “Ovalhole” Packings mean specialized service 





and will successfully take care of practically every packing re- 
THE SIGN OF quirement where rod or plunger packing is used. Sold only 
EFFICIENCY through one jobber in each city throughout the entire World. 


\Vrite for exclusive agency proposition. 


THE HOLLOW CENTER PACKING Co. 


1276 WEST THIRD STREET 
CLEVELAND, Ou10. 
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“the -journal of quality ” 
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Editorial pages going to press June 30. Delays in opera 
tian and transportation are extreme. agen bonis generat 
recders will kindly be patient under de lays in deliz of maga- 


ovr. 


WHAT PEACE MEANS 


As it was the greatest war, so this is the greatest 


peace in the world’s history. The civilized nations 
of five continents have anxiously awaited the final 


act of the world’s greatest tragedy, not to take up 


their normal life where they left it five years ago, 


Many 


each nation looks 


because that is impossible, but to begin anew. 
vital changes have occurred and 
forward to a new era that augurs well for all 
mankind. 

But as in everything else, each of us will benefit 
from this new era in the proportion that we put our- 
selves and our services into it. The signing of the 


peace was a signal for the start—-a challenge to the 


Vol. 1X CHICAGO, JULY, 1919 No 7 

-ublished on the first o acl ionth b 17 ’ i i ; 

Published th rst of each month by ecltizens of all nations to do better and greater things 

THE CRAWFORD PUBLISHING COMPANY J than ever before. And the place to begin is at home 
Ellsworth Building, 537 South Dearborn Street, Chic igo, Illinois 


where we live and where we work. 

The signing of the peace treaty will release great 
amounts of money for business circulation, and with 
the higher level of prices generally accepted as per- 
manent by business leaders, great industrial, com- 
mercial and construction undertakings will undoubt- 
edly be begun at once the country over. Leadership 


will have to be taken by those men who can see 
beyond the price tag; who are looked to by the more 
timid to lead the way; who are not afraid to build 
or to buy when building and buying are necessary. 
Every man must decide for himself whether he will 
be among those to lead off, or wait and follow some 


one with more courage to face the future. 





WHERE THE JOBBER HELPS 


Today the mill supply jobber is more necessary 
than ever 


find. 


change in the last five years, due partly to the war, 


before, and the reasons are not hard to 


Business conditions have undergone a marked 
although the change was inevitable anyway, and the 
establishment carrying mill supplies performs a dis- 
tinct service to its community because of its varied 
assortment of necessities. To be sure, a great many 
of the lines were standardized, in a measure at least, 
but the kinds of 
uses to which established plants are being put are 


during the war, industry and the 
multiplying, and hence the demand for larger assort- 
ments of goods. At the present time labor conditions 
and shipping facilities would make direct buying un- 
usually burdensome and subject to expensive delays. 
Here is where the jobber, situated somewhere near 
the heart of his territory, is able to act as a distributor 
upon short notice and to furnish just what is needed, 
and no more. 

Distribution is a serious problem and the jobber 


represents the least expensive plan. The manufac- 











































































turer is obliged to consider his overhead and operat- 
ing costs in order to meet competition, and to keep 
too large a force of salesmen on the road or to ap- 
proach the ultimate consumer directly would be a 
very expensive proposition; but if the manufacturer 
is able to convince the jobber of the excellence of his 
goods and advertises them nationally, he has an ally 
in the jobber whose value cannot be over-estimated. 
The wholesale man and his representatives should en- 
joy the acquaintance, friendship and confidence of 
the customers in his territory and his permanent bus- 
iness depends upon offering them supplies which will 
give them satisfaction. This means that the jobbers 
throughout the country have a large and important 
share in keeping up the quality of goods. 

It is simpler and more economical, too, for man- 
ufacturers to maintain credit with reliable jobbers 
than with a list of many hundred concerns who usually 
prefer to patronize the jobber, anyway, because of the 
time saved in obtaining their requirements. It is 
the experience of most successful men that it is the 
part of wisdom to concentrate one’s buying to a reason- 
able degree. Every time a manufacturer of mill sup- 
plies opens an account with a distant and unknown 
company it is placed more or less in the latter’s power, 
and arrangements for extension of credit, if need 
arises, are often difficult and embarrassing; whereas, 
it is a relatively simple matter to arrange in a time of 
stress with one’s jobber for extra time concessions. 
The jobber helps the manufacturer to reduce expenses 
and extends some beneficent influence to his own cus- 
tomers. As one man recently said: “I am really 
doing business on my jobber’s capital, for he is near 
enough that I re-order as frequently as I need, get 


If I 


need any special accommodation, he is at hand and 


my money, take my discounts, and pay him. 


willing to give it.” 

Without the manufacturer the jobber could not 
exist; without the consumer there would be no reason 
for the jobber existing. So it is evident that hearty 
and sincere co-operation all along the line is what 
will bring success to all concerned and make for bet- 
ter public service at the same time. 





VACATIONS AN AID TO EFFICIENCY 


The accepted season for vacations has again ar- 
rived. Does it find you “too busy” to leave your work 
or permit your employes to get away from the grind 
for a week or two? Don’t let yourself believe that 
your business will not allow every person in it to 
take a vacation. 

True, it will require some “doubling up” to keep 
the wheels turning, but that only increases the good 
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feeling among workers resulting from helping one 
It also gives opportunity to try them on 
new jobs and may lead to the discovery of unused 
talent. 

By all means, if you don’t take a vacation in the 


another. 


winter time, take one now and help your employes to 
plan theirs. It will put new “pep” into the business, 
both of the physical and mental varieties, and like 
good advertising, prove an investment instead of an 


expense. 





TWIRLING THUMBS IN FRANCE 


Few people in the United States realize that Amer- 
ican machinery and other manufactures are not going 
In fact, 
quite the reverse opinion is current—that in the recon- 


to France, and may not do so for a long time. 


struction work enormous quantities of goods of all 
kinds from the United States will be required be- 
cause they are so urgently needed. Nevertheless, 
these goods are rigidly excluded by the French gov- 
ernment, despite the fact that such a ruling means 
idle factories and laborers, and continued abnormally 
high living cost throughout that land, and with no 
promise of a betterment of conditions. 

A deplorable state of affairs—one may say—and 
why? Why should American machinery and tools 
be banned by a country which, so desperately in need 
of them through the robbery of her own plants by 
German military burglars, has no means of reproduc- 
ing the machines carted away into Germany or else 
deliberately destroyed by the Huns? Why should the 
import of such commodities as automobiles, machine 
tools, textile plant equipment and many others which 
were consumed or suffered most in the war not only 
be prohibited, but vast quantities of such goods act- 
ually returned to American producers who shipped 
them, at great expense, in response to the frantic 
appeals of French industrial leaders? Why should 
representatives of American industry be compelled 
to twirl thumbs in fretful, restless idleness in French 
hotels instead of being permitted to accomplish the 
work for which they went to France, that of giving 
American assistance and co-operation in the recon- 
struction of our sister republic—men who are really 
actuated by motives of sentiment as much as of profit? 

It is all based on the almighty france. France has 
always been the financial Gibraltar, always conserv- 
ative, and unusually wealthy as a state and individ- 
It is due to the effort to maintain the ex- 
change value of the franc, principally, and complete 


ually, too. 


reliance in the fond dream of a huge indemnity to be 
paid by the conquered foe, secondarily. Before the 
war the franc had a fairly fixed and even value of 
twenty cents in our currency, but with the beginning of 
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hostilities it gradually dropped until it took five and 
three-quarters francs to buy an American dollar; 
eventually an artificial price of 5.45 franes to make 
the dollar was fixed, but this arrangement was 
removed when the armistice was signed and now the 
franc is sinking to a lower level as compared with our 
dollar. “We cannot let the value of our frane drop 
still further,” shrieks France. “There are too many 
We shall have to 
cease. buying in other countries—at least until we are 


of them already in alien lands. 


in a position to help maintain the exchange by a fair 
outgo of exports from our own factories. Put the 
barriers up against all importations.” 

And up they went. And although American busi- 
ness men do not agree with the French viewpoint, 
they at least give credit for honesty of purpose. The 
French ministers of finance, reconstruction and com- 
merce undoubtedly believe they are pursuing the 
right course. France must export goods in such quan- 
tities that the value of the france will rise to its former 
level, they exclaim. But it does appear rather incon- 
sistent that thought is turned to exporting at this time 
when there is little to export and no machinery to 
produce anything to export. This condition has, of 
course, been pointed out to them, but nevertheless 
French government officials are committed to their 
belief in the good policy of shutting out foreign goods, 
and in a case like this firmness hardly describes the 
Frenchman’s state of mind. Adaptability is not a part 
of his code, and this handicap is the greatest under 
which he labors in his problem of reconstruction. 

So much for the French attitude. American busi- 
ness men feel that sooner or later the franc must 
stand upon its own feet, without any attempt at shap- 
ing industrial conditions to make it do so. The 
French people, too, who have hardly known taxation, 
should be required to share the cost of maintaining 
the government by direct taxation, just as the peoples 
of England and the United States do. 
the French people are richer than those of other coun- 


Individually, 


tries, and are probably richer now than ever before. 
The majority of them have little sympathy with the 
rigid policy of the government and would readily 
submit to a fair and adequate system of taxation. 
This would quickly and effectively stabilize the value 
of the franc by meeting the interest charges on the 
200,000,000,000-franc war debt and her annual 
budget cost. 

Doubtless there will be a recession from the radical 
attitude taken. Stupid government policies generally 
meet the fate of the proverbial calf and the rope, if 
given time enough. American goods should, and 
probably will, find a vast market in France when the 
situation has worked itself out to a logical conclusion. 
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“BUY NOW,’ ADVISES GOVERNMENT 


Department of Labor Bureau Suggests Plan for Restoring Settled 
Business and Labor Conditions 

“Buy Now, but Buy Wisely.” This is the slogan upon 
which the Information and Education Service of the 
Department of Labor is conducting a campaign to boost 
this country from a period of uncertainty into a period 
of prosperity. 

During the war the Government asked the people to 
refrain from buying anything they did not actually need. 
There was nothing to spare for the production of things 
which could be done without. Now the war has ended, 
and we find that our stocks of peace-time goods are de- 
pleted. 

With the depletion of our supplies there has come since 
the signing of the armistice nervous relaxation and a feel- 
ing of uncertainty and loss of confidence throughout the 
country. Labor and capital are muddled. Industry is 
marking time. The manufacturer has not been purchas- 
ing his raw materials except as he needs them from day 
to day. The merchant is operating with a skeleton stock 
upon his shelves. The public is refraining from pur- 
chasing except for its immediate necessities. Everyone 
is waiting for everyone else. 

How can business be energized? How can confidence 
be restored throughout the country? How can labor be 
induced to get back its desire to produce and capital to 
speed up the remobilization of peace-time activities ? 

First, tell all progressive merchants and manufacturers 
—tell all who have anything to sell—to advertise now and 
take advantage of the great market which exists at this 
time. 

Second, tell the public that now is the time to buy— 
that they, the people, in normal peace times are the con- 
trollers of all production and all distribution. If the 
consumer buys the merchant sells and in turn is forced to 
buy. The manufacturer and the producer of raw mate- 
rials are forced to buy and sell. Labor is put to work. 
The brakes put upon industry are thus removed and the 
machinery of production and distribution is set in motion. 

tor 
Great Market for American Goods 

American goods are held in high esteem .in South 
American countries, and particularly in Chile, Peru and 
I<cuador there is a market of great proportions awaiting 
development because of the construction plans due to the 
general prosperity of those countries. Railroad and irrt- 
gation work, water supplies, repairs to wharves and jet- 
ties and the building of sea walls and sewers will, when 
added to the plans resulting from the ever-growing desire 
for improved sanitation, amount to many millions of 
dollars. Except in the case of paints, American materials 
and supplies are given preference over European articles. 
Door locks, padlocks, hinges, iron and wire nails, tacks, 
lumber for construction and cabinet work, bathtubs, 
water closets and heating systems, turpentine, varnishes 
and enamels are among these. 

Factors which indicate South American industria! ex- 
pansion are the enormous hydraulic assets, the vast 
wealth in nitrate, the copper and other mines, the agri- 
cultural resources and the great forests. With the de- 
velopment of its hydraulic power the central section of 
Chile may become a great manufacturing center. With 
the investment of capital, the application of American 
talent and the use of Chilean labor, good returns may be 
had. The financial condition of the Peruvian govern- 
ment has greatly improved, and the time is ripe for the 
sale of construction materials. 
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Conditions Are Improved in Steel and Iron 


Operations Exceed Sixty Per Cent of Capacity, with Prices Well 
Maintained—Buyers Becoming Reconciled to High Prices 


By EDWIN 


Steel mill operations during the past month increased 
to about 60 per cent of capacity. The low point in opera- 
tion was reached about the middle of May, when a 50 
per cent rate was recorded. The average rate of pro- 
duction in that month was about 54 per cent of capacity 
as compared with 65 per cent in April, 77 per cent in 
March, 85 per cent in February, and 87 per cent in 
January. For the month of June the rate increased 
about 60 to 65 per cent. Basing production upon the 
showing made in May by thirty of the prominent steel 
companies, the rate is now about 49,000,000 tons a year. 

The improved conditions manifested in the steel in- 
dustry during the past thirty days is not particularly re 
markable. It was only natural that they should improve 
The remarkable thing is that operations should have 
dropped to about 50 per cent of capacity for a brief 
time in May when there had been such heavy operations 
in the first few months following the armistice. Practi- 
cally everyone in the trade at that time expected that the 
low point of production would fall in January or Febru- 
ary, hardly later, and that early spring would bring the 
revival. When we consider the fact that the low point 
of production occurred six months after the signing 
of the armistice, it seems evident that the present recovery 
is made safer and induces more confidence of a perma- 
nent improvement that will eventually lead the steel trade 
to several years of full activity that almost everyone 
predicted would follow the readjustment period. 

Booking of actual shipping orders by the United States 
Steel Corporation is about 75 per cent of capacity, and 
its mill operations are now upon the increase. This 
throws an interesting light upon its unfilled tonnage state- 
ment, which has just been made public. Sometimes this 
report has been viewed as suggesting better conditions 
in the steel trade than actually obtain. In the case of its 
latest report, however, the reverse is the case. Such 
divergencies are due to the fact that the United States 
Steel Corporation includes contracts in the unfilled ton- 
nage statement which do not produce mill operations un- 
less they are specified by the buyer. 

In May, for example, there was heavy specifying 
against old contracts, but scarcely any new contracting. 
Unfilled obligations upon the first of June are reported 
at 4,282,310 tons, indicating a decrease during the month 
of 518,375 tons, or about 38 per cent of capacity. Ship- 
ments represented about 58 per cent, so that the new 
tonnage statement was only about 20 per cent of capacity, 
whereas the booking of actual shipping orders amounted 
to about 75 per cent. The corporatior still has a moder- 
ately large volume of contract business. Some other 
steel producers are practically without contracts, but have 
as heavy operation as the steel corporation, based simply 
upon current orders. 

There are, of course, a wide variety of opinions ex- 
pressed in the steel trade as to its immediate future. It is 
quite impossible to reconcile the divergent views, but one 
observation may be somewhat helpful. Conditions and 
prospects are not to be judged at this time by the usual 
standards. In the past, for full steel trade activity it has 
been necessary that practically unanimous consent be 
obtained of every important buyer. All customers of the 
steel trade had to be in the mood to buy liberally, in- 


IRVINE 


HAINES 


cluding, of course, the railroads and “the investment 
buyer,” the latter simply as one general class. Now, how- 
ever, conditions are different. A great deal of work 
has accumulated and has to be done. If not, there is 
going to be no great activity at any time. Speaking in 
general terms, all classes of buyers have accumulated 
demands. If there is five years of work ahead for all 
consumers it is not necessary that the railroads buy one- 
fifth of their steel each year, etc. 

Favorable conditions in the steel trade at present will 
affect some classes of buyers more than others, while 
unfavorable conditions will also have a marked influence 
upon other classes. One buyer may not want to do any 
part of his five years of work during the next year, while 
another may desire to do half of his five years’ work in 
twelve months’ time. When there are accumulations of 
demands all classes do not need to be let loose at the same 
time. It is not safe, either, to say that the demand for 
steel products will immediately be heavy because a few 
classes of buyers are active, nor that business cannot 
possibly be good because certain kinds of consumers will 
remain out of the market for a considerable period to 
come. The market may largely belong to one class of 
buyers during the next year, rather than all classes to- 
gether. Considering the variety of requirements, the 
amount of risk the consumer takes, and all circumstances 
peculiar to the individual buyer, it seems reasonably 
clear that at a time like this all buyers cannot be expected 
to maintain the same attitude as to whether or not they 
will enter the market. If several years of steel demands 
have accumulated it is not necessary, nor even desirable, 
that all buyers should fill their requirements at the same 
time. 

The following table shows estimated annual rates of 
production during the months named, together with the 
percentages of capacity, based on 49,000,000 tons, also 


the percentages that the later months showed to the 
January rate: 

Annual Rate Pet. of Pet. of 

Gross Tons Capacity Jan. Rate 

MN i 5d 55 anne cate 42,600,000 86.9% 100.0% 

PEDCUary 2.4 200.% 41,700,000 85.1% 97.9% 

re eee 37,900,000 77.3% 89.0% 

Yt) MIEN Retr eer ane 31,880,000 65.1% 74.9% 

NE a en 26,440,000 54.0% 62.0% 

It is particularly noticeable that the steel and iron 


markets are showing an inherent strength, rather than 
reflecting a mental attitude produced largely by fear of 
collapse. Certainly it is no secret that earlier in the year 
producers of pig iron, unfinished steel and finished steel 
were actuated chiefly by fear that if anything went wrong 
the entire bottom would drop out of the market. They 
argued about costs, wages and various things, but what 
they thought was that the market had to be guarded 
carefully against an accident that would throw the way 
wide open to great declines. 

Now there is no such attitude. Producers regard the 
general range of prices as well established, and at some- 
thing like existing level. It is a question of a very few 
dollars this way or that. The pre-war bugaboo no longer 
frightens. Practically all producers and consumers are 
now agreed that pre-war prices are entirely out of the 
question. There is a new level of values, and pig iron, 
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billets and finished steel are below the general level. They 
are not as much above the pre-war average as are com- 
modities in general, as represented, for instance, in the 
Dun and Bradstreet index numbers. 

One way in which the iron and steel markets are show- 
ing strength is that where there still is price cutting, the 
cuts are relatively small. In the case of steel products 
the reductions do not produce new market levels. The 
special prices are regarded merely as concessions, and 
the March 21 quotations are still regarded as the point 
of departure. The improvement in steel demand is by 
way ot an increase rather than by broadening. The 
buying is of almost precisely the same character as here- 
tofore, but it is of greater volume. The same class of 
buyers is still in the market, but are taking larger ton- 
nages, 

There was a decided improvement in the tone of the 
machine tool industry during the past month. Manu- 
facturers of these products are hesitating less in anticipa- 
tion of lower prices for machinery, and some very satis- 
factory contracts have been closed for both domestic 
and foreign shipment. The volume of business taken in 
the first fifteen days of June is understood to have been 
25 per cent larger than the corresponding period of 
May and fully a 50 per cent increase over that of April. 
Manufacturing plants in the Central West, particularly, 
are buying new shop equipment, while Eastern sales are 
also larger. Substantial orders are reported from the 
Chicago territory, and some large contracts for machine 
tools are about to be placed. 

Sales of wire products on domestic account continued 
active during the month. Manufacturers are placing 
contracts for various kinds of wire for shipment over 
the next three or four months. Mills report greater 
activity than at any time in many months. It is estimated 
that current business in wire products is equivalent to 
approximately 85 per cent of mill capacity. 

There continues to be an excellent demand for oil 
country goods, and the demand for merchant steel pipe 
is becoming stronger every week. One large interest in 
Pittsburgh reports bookings in merchant pipe three times 
as heavy as those of last month, while his bookings of 
tubular goods shows double that of the same period in 
April. Pipe mills for some time past have been booked 
for fully sixty days on lap weld sizes, but conservative 
pipe interests are slow to admit this fact, although it is 
known that in the last two weeks some of the mills have 
actuallly fallen behind in lap weld deliveries. There is a 
good-sized volume of line pipe under inquiry, and several 
of the mills are desirous of booking business in this 
direction, but a few are making very little effort, being 
comfortably fixed. There is no cutting of consequence, 
the market being firmer, if anything, than at any time 
for the past several months. Pipe mill operations are now 
averaging between 70 and 75 per cent of capacity, with 
prospects of increases in the next few weeks, rather than 
decreases. 

Apart from the larger sheet tonnage that is now being 
placed with mills there has been a distinct broadening 
in the demand. Orders are well distributed over the 
country, there being scarcely any section that is not 
heard from by way of a fair volume of buying. Sheet 
mills are averaging 60 to 70 per cent of capacity, and 
the heavy bookings of late promise a heavier operation 
in the near future. 

Export trade in steel products is active, but only a few 
orders have been placed at concessions from the domestic 
schedule of prices. On some lines prices are well sus- 
tained, in others lower prices have been accepted. Upon 
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the whole, the market is quite irregular. Nearly all of 
the accumulation of steel for export at railroad terminals 
in the Central West, as well as on the Pacific Coast, have 
been disposed of, and there is now room in terminal ware- 
houses to better meet domestic requirements. 

The pig iron market is distinctly steadier, there being 
less cutting by furnaces disposed to go outside their own 
districts in search of orders. The lake front furnaces 
are now quoting in Pittsburgh territory only occasionally, 
and while Ironton furnaces have made some quotations 
for Pittsburgh delivery, the prices are 50c above the 
Valley equivalent. Activity is reported in all districts. 
The market has now gone quite largely to a regular 
trading basis. There are many cases of Northern dis- 
tricts competing with each other, and at Pittsburgh this 
is so much the case that the Valley furnaces are largely 
out of control since they depart but little from the March 
21 prices. Birmingham furnaces are quoting prices com- 
petitive with Northern iron in most of their usual markets. 

Those who make a close study of steel and iron prices 
are inclined to point out the action of the markets in the 
past, during the reconstruction days preceding the Civil 
War, as a criterion of the future. Pig iron, iron bar 
and steel rail prices during that interesting period, being 
the easiest obtainable, are therefore, herewith taken to 
serve as basis of some interesting deductions. 


No. 1 Anthracite Iron Bar Iron and Steel 

Year Foundry Pig Iron Average Rail Average 
Average Prices Prices Prices 

en eR te Bete ee $23.37 | $49.37 
OBO co: cccissieacaehasiee . 2298 3.6 48.00 
Eee carters rer 20.25 Fae! 42.37 
BEN 8 chivas siaraislann e ehktees os 23.87 x 41.75 
Se oe ee ee 35.25 4.5 76.87 
NE irc csccecessetero me isis 59.25 6.7 126.00 
so. 0356o asenetoredichetew yn 48.12 5.3 98.62 
EE ea renee ete 46.87 5.0 86.75 
MR ops iat coer ah poets 44.12 4.5 83.12 
NN Ces ie rere et icternretaiehs 39.25 a 4 78.87 
BE reece hs Oneere 40.62 Bs 77.25 
GRMED Siosc c.cesie wae esate 33.25 ao 72.25 
ED ceo yee aoe 35.12 3.4 70.37 
i rs eae 54.00 4.6 85.12 
LS ES eee aire 42.75 3.6 76.67 
MME c Geersierercisiewe sik esate 17.62 2.0 33.75 
ON igh tesco ahi oR occa 28.50 2.75 49.25 


Before going into details it may be well to refer to the 
argument formerly made quite frequently that the high 
prices during and after the Civil War did not really 
count, because gold was at a premium. There was “in- 
flation” due simply to the scarcity of the precious metal. 
The argument is not heard so frequently now because 
it has been learned that there can be inflation with gold 
at par. All that is necessary is to have enough gold. 
During and after the Civil War we did not have enough 
of the metal. If that inflation was due simply to gold 
being at a premium one would certainly expect the cir- 
cumstances to encourage exports and discourage imports. 
Such was not the case. The trade balance was greatly 
against us. We imported tremendous quantities of goods 
and paid enormous import duties on them. Confronted 
with these facts, one cannot have much respect for any 
theory that there was inflation due to the fortuitous 
circumstances of a scarcity of the yellow metal in this 
country. 

Besides the tables above the following is a sketch, in 
terms of monthly average prices of No. 1 anthracite 
foundry pig iron, delivered Philadelphia, showing the 
general swings. 

Five year pre-war average through March, 1861...... $24.09 

Surrender of Fort Sumter, April 14, 1864. 

Piteey, : PUMeeeeee BO acs ae = alae) Sx aiasa sh ee ae wa 

Surrender of Appomattox April 9, 1865. 
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PA MET pa ayo sg.) 2 gic: otal a, Ses ofa at ay ree ver atecerer ates 50.37 
PMNs cig ahs = Hci Ware wicleiA ale PROe Wald OEY Ge orale as 45.50 
OE EEG eee IN ee ot Perens Se ty ge ee cea eran AE 39.12 
Aporoxtmation of price, April 9, 1865............5. 6.080% 48.00 
Ie AES iad aera iad. 6G, Grad 4 tS, Se ae lene ie A 35.00 
MM MORAINE | Fo of al Vo 5 cts. Sircvenucn bea eso BiateceG ais SFR ALES She 51.00 
I cic nca i cceen etecs ce Dyn eae eiaene tye Fare 41.25 
November and December, 1866... .....4....0ccedcccen 49.50 
MR IIIT Paci dt ccies s-¥s 0) sh-tsi os 4, es A'S 91s et oat er eee Si ood Seale rhe 41.00 
September and October, 1667... .. 2.2.06. c0685- 44.50 
PR Ge) NUN Go cteet. hind 2H omen adew shee cd canes 37.00 
Erecwmber, TOGG. ...6dccccnccees a ee ee : 43.25 
Collapse of gold corner, September 24, 1869. 
September, 1869 ......... iO erate 40.75 
MMI nga: = & saath os 4, oe aresiciee sane Meals a 30.50 
Sestember, 1872 ...c%«05; Se ES TTT 54.00 
Jay Cooke failure, September 19, 1873 
OE ES SR eon a eee Cm re aT 42.50 
PNRM NOEE. og piusiccccamormndiorencactancndnasimens 16.50 
ES © URI ia oa <p Dope a as eleieciaiviaele vias os 41.00 
It is profitable to study these tables in detail. The 


salient features are that with pig iron at $48, iron bars 
at $5.30, and steel rails at $98 when the war ended, prac- 
tically the highest points afterwards fell seven and a half 
years later. Meanwhile, there were ups and downs. The 
downs seem to predominate. It is also significant that 
the highest points of all, seven and a half years after the 
war ended, fell just one year before the panic and the 
beginning of the five year industrial depression. This 
record may prove very useful as a warning a few years 
hence. 

If one decides to be guided by the Civil War record 
the teaching is plain. The conservative course is to enter 
into engagements now. The dangerous course is to wait. 
The man who bought pig iron on the basis of $51, eight 
years before the panic, was better off than the one who 
purchased at $54 one year prior to the financial dis- 
turbance. 

As to prices in the steel market at present, they are 
being fairly well maintained. Possibly there is as much 
cutting as two or three weeks ago, but if so it does not 
seem to disturb the situation, and does not indicate that 
there is to be any general decline. In this respect the 
market is vastly stronger than a few months ago, for 
early in the year it was a common view that if there was 
any price cutting of consequence the entire bottom would 
have dropped out of the market. By this time both buyers 
and sellers have become convinced that high commodity 
prices and high wage rates are to stay for years. As to 
iron and steel in particular, the present prices are not so 
high above pre-war levels as are commodity prices in 
general. As noted above, following the Civil War the 
highest price of pig iron came seven and a half years 
later, and was about $5 a ton above the price on the day 
of General Lee’s surrender to General Grant at Appomat- 
tox Courthouse in Virginia. 
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LEATHER BELTS 


Interesting 


ARE TESTED 
Obtained by 


Transmission Conducted 


Information Investigation on Power 


by Melon Institute 


An investigation on power transmission by belting is 
being conducted by the Mellon Institute of Industrial 
Research of the University of Pittsburgh, for the 
Leather Belting Exchange. The Mellon Institute, 


through its system of industrial fellowships, carries on 
scientific investigations of industrial problems for corpor- 
ations or associations of manufacturers. The institute 
stands behind the work which it does and the experi- 
mental results given here with regard to the methods of 
testing and the performance of leather. belting will doubt- 
less prove to be interesting to belt distributors. 





in the course of this investigation power transmission 
tests were made on two entirely different belt testing 
machines at different times, with various types of pulleys. 
The three essential parts of the belt-testing machine are 
a motor to furnish the power, a generator to furnish the 
load, and a device to measure the tension of the belt. 
Both motor and generator are direct-current machines 
and are capable of developing 100 h. p., known as electric 
dynamometers. The only difference between one of these 
machines and an ordinary direct-current motor is that 
the entire field frame is hung on ball-bearings, so that, 
when running, the “turning force” which the motor is 
actually applying to the driving shaft is transferred by 
levers to a beam-scale, where it can be weighed in pounds. 
By means of this arrangement for actually measuring the 
driving force applied to the belt, all theory was elim- 
inated, and the data reported represented purely experi- 
mental results. 

[In all tests the pulleys used were 24-inches in diameter, 
some crowned and some straight face. In the series of 
tests on the first set of machines the belt was run at 3770 
feet per minute, while in the series run on the second set 
of machines the belt speed was varied from 2500 to 5000 
feet per minute. Most of the tests were made at 500 
r. p. m., or belt speed of 3140 feet per minute. 

As is well known, the tension under which a belt is 
run determines to a large extent the power which it will 
transmit. Naturally, it is desirable to keep the tension 
as low as possible, both to prevent excessive bearing fric- 
tion and to avoid unnecessary strains on the belt. It was 
found after a large number of trials that the best method 
of accomplishing this was to start from the same tension, 
in all cases, when the belt was running at the desired 
speed under no load. 

Tests were made at a number of tensiens. The light 
running tension varied from 35 to 75 pounds per inch of 
width, which corresponds to approximately 45 to 90 
pounds per inch of width when the belt is standing still. 
The difference between the tension of the belt standing 
still and running under no load is due to centrifugal force. 

The data presented here is based on tests in which the 
tension was a little higher than that advised by the manu- 
facturers of the various belts, and ranged from 50 to 70 
pounds per inch of width when the belt was standing still. 
The tests were conducted by increasing the load on the 
belt from zero to a point where the slip amounted to at 
least 3 per cent and the belt showed signs of distress. 
Measurements of speed, tension and horsepower were 
made at each step. 

Results showed that leather belting operating at 25 
h. p. has an overload capacity of 60 per cent. The rated 
h. p. was 25; total pounds of effective tension, 270; 
pounds of effective tension per inch of width, 68; feet 
per minute to give 1 h. p. per inch of width, 490. The 
above figures are safe ratings for the belts for continuous 
operation on easy drives: i. e. 180 degrees are of contact, 
large pulleys, tight side on the bottom and steady load. 
While it would not be advisable to operate belts at their 
full capacities, still it is important to know just what 
margin is available for unforeseen overloads. 

—tor- 

The Steel Age Manufacturing Co., Inc., of Battle 
Creek, Mich., has opened a supply department and an- 
nounces in a half page advertisement in a local news- 
paper that a full line of mill and factory supplies will 
be carried in stock. The lines to which particular at- 
tention is called are belting, transmission equipment, 
packings, hose and engine room supplies, grinding 
wheels, steel and auto tires. The business is located 
at 32 Liberty street. 
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Policy Regarding Surplus Materials Sales 


Disposal of Machine Tools and Other Equipment Leased to 
Five Hundred War Plants Is Conducted by Director of Sales 


Approximately five hundred manufacturing plants in 
the United States which, operating under Government 
lease or contract, were engaged in supplying equipment 
to the various war department bureaus, practically sus- 
pended operations when the armistice was signed. Aside 
from the government arsenals, nearly all of these plants 
were turning out, as component parts or finished prod- 
ucts, materials which were foreign to their peace-time 
production. Their conversion to government needs had 
necessitated, in many instances at least, the installation 
of new machinery and the construction of plant addi- 
tions. To stimulate the production of the commodities 
on which they were engaged, the war department had 
provided the funds with which the machinery had been 
purchased and the additions constructed. 

Consequently, when the need for further production 
of the war material ended with the cessation of hostili- 
ties, the war department had to take over the surplus 
commodities held by these emergency manufacturers and 
the plant facilities and equipment that their assumption 
of war work had entailed. 

The duty of recovering as large a percentage as pos- 
sible of the vast sums of government money tied up in 
surplus war materials devolved upon the war department, 
and a policy for effecting this purpose had to be evolved. 
To flood the market with the stocks of commodities held 
by the government contractors and the machinery with 
which they had been manufactured would not only mean 
their sacrifice, but the upsetting of industrial conditions 
in general. 

To preclude such a situation, the office of the director 
of sales was created. President Wilson, proceeding 
under the Act of July 9, 1918, by which the sale of sur- 
plus war material was authorized, had appointed Bene- 
dict Crowell, assistant secretary of war, to organize a 
selling force to dispose of this surplus, and Mr. Crowell, 
in turn, by a war department order dated January 17, 
1919, designated C. W. Hare, then assistant director of 
munitions, as director of sales with authority to make 
sales for the war department in accordance with the pro- 
visions of the Act of July 9, 1918. 

The director of sales, having appointed a corps of 
assistants, each chosen because of his previous familiar- 
ity with the commodities over which he was to be given 
supervision, classified the material to be disposed of and 
created seven sections to supervise its disposition accord- 
ing to classification. These sections and the materials 
classified under each are as follows: 

Contractors’ and Railway Equipment and Building 
Material Section: All building materials, when sold as 
such; refrigeration, heating and power plant equipment ; 
railway rolling stock and equipment, track materials, 
steam shovels, cranes, general contractors’ equipment, 
dredges, ditchers, concrete mixers, industrial railways, 
logging equipment and sawmills. 

Plant Facilities Section: Manufacturing plants, com- 
pleted or uncompleted, warehouses, wharfage and utili- 
ties connected with each. 

Machine Tools Section: Metal and woodworking tools, 
hand tools, forging equipment, iron and structural work- 
ers’ power tools and machinery. 

Motor Vehicles, Vehicles and Aircraft Section: Motor 
vehicles, other vehicles and equipment, and aircraft. 


Quartermaster Stores Section: Clothing and equip- 
age, general supplies, subsistence, remount, medical and 
hospital supplies, office equipment, and miscellaneous 
supplies. 

Ordnance and Ordnance Stores Section: Tractors, 
tanks and trailers, tools, chemical and trench warfare 
material, artillery, small arms, machine guns and manu- 
factured ammunition for the same, metal components, 
target material and aircraft armament. 

Raw Materials and Scrap Section: Acids, chemicals, 
explosives, ferrous and non-ferrous metals. 

The office of Director of Sales was not designed to be 
a selling agency, but to exercise general supervision over 
the disposal of the surplus war material; to formulate 
sales policies; determine methods of sale; and fix the 
prices at which the commodities offered should be sold. 
The actual selling of surplus war materials is done by the 
several bureaus of the war department by which title to 
the property to be disposed of is held. These sales of 
surplus to the general public are made in accordance with 
the following rules formulated by the director of sales: 

1. For cash at auction. 

2. To the highest bidder on sealed proposals on due 

public notice and in such market as the public interests 
require. 
3. At the current market price, if there is an estab- 
lished market for such property and current market quo- 
tations accompany the report of the sale. No sale at the 
current market price shall be made except under con- 
tinuously maintained competitive conditions and with full 
publicity. 

4. By negotiations under competitive conditions, and 
providing the price obtained is not less than a price fixed 
by appraisal, or is the highest of not less than three inde- 
pendent competitive bids. 

The machine tool section was created early in January, 
1919, to gather the data essential to the performance of 
these functions insofar as they affected the large amount 
of machinery which the government had been called to 
take over from the approximately 500 factories that had 
been engaged in supplying war equipment to the war 
department. 

Before the policies and methods of sale could be deter- 
mined, or prices to be asked for this machinery could be 
arrived at, it was necessary to establish a uniform system 
of inventorying that would show the quantity of machine 
tools to be disposed of, describe and locate each tool, and 
give its present condition. This information was essen- 
tial to assure the government a fair value for its property 
and to facilitate reasonable bids from prospective buyers 
of the machinery which they desired to purchase. 

Knowing the value of the time element in making ap- 
praisals of machinery, the machine tool section under- 
took, along. with the compilation of the inventories, to 
obtain complete appraisal information. Its aim was to 
eliminate as far as possible the variable incident to indi- 
vidual opinion. The subject was taken up early in Febru- 
ary with the seevral bureaus of the war department and 
the war industries readjustment committee of the Amer- 
ican Society of Mechanical Engineers, consisting of G. K. 
Parsons, of New York, a consulting engineer; Erick V. 
Oberg, of New York, editor of Machinery, The Indus- 
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trial Press; and Frederick A. Scheffler, of New York, a 
supervising engineer. 

As a result of these co-operative efforts a graphical 
chart for appraisals was adopted late in May at a con- 
ference in New York participated in by the members of 
the war industries readjustment committee and Majors 
C. E. Fitch and G. B. Dusinberre of the ordnance depart- 
ment; C. E. Hildreth, chief of the machine tool section, 
and V. C. Kylberg, assistant chief of the machine tool 
section. Guided by this chart, the person making the 
inventory also makes a condition appraisal, working in 
conjunction with three practical machine men at the 
plant, which shows the service value of the machinery. 
With this information the section will have a uniform 
method for arriving at selling prices from a price chart 
that is now in course of preparation, thus greatly simpli- 
fying the selection of desired items. 


With the information arrived at ¢! 
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form and appraisal system, the section will be in a posi- 
tion to recommend sales policies and methods and pro- 
ceed to the establishment of prices. Having fixed the 
price on the machinery, the section will then catalogue it. 
As each tool is inventoried, appraised and priced, it will 
be listed with each of the zone or district offices of the 
war department, so that each of the sales offices will be 
in a position, whether the machinery desired is in tts ter- 
ritory or elsewhere, to furnish to prospective purchasers 
complete information as to the number of each tool on 
hand at any time, their location, their condition and the 
prices asked by the government. 

The war department realized $279,056,919.19 trom sur 
plus war materials sold in the United States between Jan. 
1 and May 30. This sum represents 86 per cent of the 
original cost of the material to the government. During 
the week ending May 30. the amounted to 
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The Great Scrap-Heap Lottery of the War 
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Scrapped Machinery 
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The evening local way under the road 


crossing and came to a stop, the fireman twirling madly 
at his hand-brake crank, while cars of cordwood bumped 
against cars of cabbage and hay, and the two or three 
coaches at the rear tried to run over the forward part of 
the train. The night was too cold to make pleasant the 
prospect of riding in one of the barren coaches, so | 
fished a package of cigarettes from my pocket and held 
them in front of me as I climbed aboard the locomotive. 
The engineer wore a stern face until he identified my 
offering, then he took the smokes with one hand and 
waved me aboard with the other. Meantime, his fireman 
had finished winding up the brakes and began imme- 
diately to unwind them so that we could pull out. With 
another scream of the whistle we 


screamed its 
| 


started down the line. 


It was dark and the headlight cast no more than a dim 
blur upon two rails and half-a-dozen ties, but the road 
was well ballasted and nobody had any right to be on the 
line but us, so the engineer hooked his lever half-way 
open and took a long drink out of his wine bottle. This 
did not satisfy him, so, as the fireman was. making funny 
noises on a jug, he called for it and appeared to be 
greatly cheered by the contents. Then he lighted one of 
the cigarettes and went back to his window for a brief 
glance ahead. 


According to the name-plate this locomotive had been 
hauling trains for twenty-seven years and had brass and 
copper enough about her to pay for a bigger machine 
than she. By all the rules of economics and coal con- 
sumption she should have been upon the scrap heap, but 
war and human ingenuity kept her upon the rails. Her 
insides were gathered from many lands. There was a 
Detroit lubricator representing America, an injector from 
Austria which worked even though it hailed from an 
enemy country. The steam gauge bore a British mark, 
while Switzerland’s entry was an elaborate speedometer 
with a dial-as big as a dinner plate. The whistle was 
typically French; one of those screeching notes would 
send chills along the spine of any man. As to her flues, 
plates, grates and other integral parts, the engineer 
claimed that she had been overhauled and rebuilt so many 
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of Supplies Brought Search Throughout France for 
American Equipment Makes Good Record 


WOODS 


times that every iron producing country in the world had 
an interest in her. 

France gave a remarkable exhibition of stamina in the 
matter of keeping her railroads in operation during the 
war. With scarcely any materials for repairs 

pt plugging along, using junk over and over again, 
both in the shops and on the roadbeds. And her accom- 
plishments on the railroads were matched in every other 
field where machinery was used. The [European coun- 
tries never did get our point of view—that it is worth 
while to scrap a good old machine in order to install a 
better new one; but nevertheless their junk was worth 
many millions of francs to men who needed machines. 
People have called the great struggle a war of machines, 
and a war of this and of that, depending upon their own 
peculiar points of view, so in order to make the list 
slightly more comprehensive I would term it a war of 
scrap heaps. 

How many fortunes were made from stocks of worn 
out machinery is unknowable, for the traffic was too 
confused and complex. But I do know of half-a-dozen 
at least. And many a small manufacturer of non-essen- 
tial goods was able to sell his power plant and mill sup- 
plies and retire temporarily with enough money to buy 
new equipment whenever peace should come again. 

There is a man in Nantes who is reputed to know inti- 
mately every gas and steam engine in northern France. 
His large shop and storage yards are usually filled with 
power plants in various stages of repair. Back in the 
spring of 1914 he decided to build a house, so he cut 
off a part of his yard and built the foundation and first 
floor of a splendid stone mansion. Then the war broke 
out and he stopped building, and at last reports he is 
using his formal garden as a repository for second-hand 
boilers, while the stone house is roofed over and occupied 
by gas engines and a pipe-fitting shop leans against one 
of the walls like the buggy sheds which American farm- 
ers tack upon their barns. But in view of the fact that 
he has earned more money than he can keep track of he 
is not mourning the fact that he still lives in a rented 
house, and his wife appears to be bearing up well under 
her disappointment. 
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Down in Bordeaux there is a live-wire machinist who 
owned a tiny shop where he repaired steam engines. He 
had a forge, two or three lathes and a few other smaller 
machines. But he received a good war contract and, 
better than that, the Americans came to town and picked 
him out for many small jobs because he possessed the 
faculty of rushing things through on time. If he prom- 
ised a job on Tuesday one could send a truck to his shop 
on that day with instructions to wait unti® the work was 
delivered, and the truck-driver did not need his blankets 
and rations. His business prospered and he decided to 
enlarge, so he bought an old warehouse from some re- 
tired party in the same line. He took the thing as it 
stood, a big barnlike structure filled with odds and ends 
of pulleys and iron and whatnot, including an old auto- 
mobile or two. The man who sold evidently had quit 
reading his trade journals about the time he retired and 
he was satisfied with the deal. So was the buyer, for he 
found enough salable junk in the place to more than 
pay for it. 

This man would be a successful designer here in 
America for he was a wizard at converting word-of- 
mouth descriptions into metal realities. One day an 
American entered his shop in search of a heavy-duty 
sheave for a hoisting engine. There were several 
sheaves in stock, great, broad affairs which represented 
the top notch in European design. But the searcher 
shook his head sadly. They would not do, there was not 
the proper means of lubrication. But the shop man 
hastened to call attention to the neat little oil holes on 
each side. And the reply was that the sheave would be 
thirty feet up in the air and the oiler would be obliged 
to climb the boom every hour with his oil can in order to 
keep the contrivance working at the required speed. 

It would not do. What he wanted was some kind of 
an improvised internal grease cup; the work was too 
rough for an outside cup to handle because it would be 
knocked and broken. He went on to describe as well 
as he could the kind of sheave he desired. The French- 
man began to see the light and promised the finished job 
in a week. Seven days after he delivered a sheave that 
was entirely satisfactory, and yet he never had seen the 
\merican product which he virtually had copied. To a 
man of his calibre a junk pile was a source of countless 
usable machine contrivances. 

There was a certain sporting aspect to the game of 
searching scrapheaps. There were many officers in our 
army who spent their time upon the road hunting ma- 
chinery for the engineers. One of these men would ride 
about on trains, automobiles or motorcycles, depend- 
ing upon his success as a coaxer among the motor trans- 
port people and the importance of his mission. He 
carried in a notebook rough specifications on a hundred 
different needed items of equipment, and whenever he 
saw a scrap heap he would stop to investigate. Like as 
not the stuff that had attracted his attention would prove 
to be worthless, while somewhere nearby he would find a 
store of odds and ends of boxes and shafting and pulleys 
which he would buy and ship to some depot. 

It was a lottery and worked by contraries, often 
enough. Word would come through devious channels 
of some man who had a splendid assortment of scrapped 
machinery, and a searcher would hasten to the spot. The 
proud owner would exhibit an acre of broken castings 
with a few car wheels in the lot to give the “machinery” 
touch. Disgusted, but persistent, the searcher would 
wander back into the cluster of shacks and sheds, and by 
rummaging about under lumber and hay he would un- 
cover half a carload of the above-mentioned odds and 


ends, with perhaps an old but workable portable steam 
boiler and engine holding up a collapsed roof. 

Or, an owner would announce that he had a good 
power plant to offer, and the investigator would find in- 
stead a scrap heap of the highest order, untouched by 
rummaging hands. Power plants were the greatest need, 
with pulleys and boxes and shafting next in order. Belt- 
ing could be bought new from the machinery supply peo- 
ple, though it was not very good stuff, but the above- 
mentioned items were almost unobtainable and scrap 
heaps were the most dependable source. 

Now the American mill and shop man may wonder at 
such extreme need for an army that supposedly went 
over there to fight, carrying its equipment with it. The 
answer is that there were hundreds of projects under 
way behind the lines, and although the army did carry 
all it could manage to get ship space for, there was not 
nearly enough. Being Americans, with the natural desire 
to produce results, every operation commander installed 
machinery to do as much of his work as possible. There 
were several big dock projects, scores of great camps 
and all manner of construction and erection jobs. At 
every job there were needed lighting plants, small saw- 
mills for lumber and firewood, repair shops and the like. 
So there was a corresponding call for the wherewithal 
to build small machines and the power for their operation. 

Often a thing would be absolutely needed at a time 
when it was not available from the States, so it would be 
found piecemeal and put together out of junk. Then, 
perhaps, after a month or two there would be a dozen 
brought over from home. There were so many demands 
upon ships and the people who had charge of shipping 
that they could not take care of everybody in time. One 
of the best examples of this phase of the situation was 
the matter of supplying the big refrigerating and cold 
storage plant with sawdust. I do not vouch for the 
story, but it was current among the engineers over there 
that when the big plant was started a shipload of saw- 
dust was brought over from America to furnish insula- 
tion. Before the plant was finished there were enough 
American mills cutting lumber to supply a ship load of 
cust every week. 

At Lorient, on the Brittany coast, there was a ma- 
chinist who was mobilized to work in the marine arsenal. 
He put in every weekday working for the navy, but Sun- 
days he went back to Quimper, where he had a little 
shop, and there he dickered with the people who were 
hunting machinery and supplies. He had a stock of 
stuff that he had acquired during several years, and he 
sold it to good advantage on the Sabbath. 

Considering the numbers of military men and their 
various needs, the wonder is not that France réalized 
millions from her scrap heaps, but rather that she should 
have accumulated so much usable material; for when 
a French (or any European, for that matter) puts in a 
machine he puts it in for a lifetime, and when finally he 
removes it the natural supposition is that it no longer is 
worth repairing. 

Another interesting and pleasing feature of the situa- 
tion was that a great deal of the best ‘and most adaptable 
material was of American manufacture. We may not 
have exported so much machinery as some of the other 
countries, but the stuff that did go out from America was 
built for service; and, really, the greater portion of these 
American parts were not on the scrap heaps, but were 
bought where they had been installed for work. We 
called anything that was not running a scrap heap, be- 
cause it was capable of being bought; but whenever we 
got hold of “home-made” stuff we knew that we were on 
the winning end of the lottery. 
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Dodge ball and socket adjustable drop hanger. 








Dodge heavy rigid pillow block with spring cover oiler 
and dust proof ends. 
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Dodge ring oiling bearing. 





Hangers and 


Making good hangers and bear- 
ings begins with the selection of 
the right material. 


The iron used in making Dodge 
hangers and bearings is chemically 
analyzed and must be up to the 


high Dodge standard. 


The strength and rigidity of the 
hanger, once the quality of the iron 
is determined, depends on its de- 
sign, to a far greater degree than 
in its weight. 

Dodge hangers are the result of 
more than thirty years had study 
and experiment. Their design as- 
sures the utmost strength and rig- 
idity. 

Dodge hangers are made in 
Dodge shops by Dodge workmen. 

hey are machine moulded from 
metal patterns. Freedom from 
flaws and good appearance are 
characteristic of the entire line 
from the smallest to the largest. 
Dodge hangers are serving every 
industry in every section of the 
country to the entire satisfaction 
of their users. 
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Dodge capillary bearing. 
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Dodge ring oiling bearing. 
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Ponce de Leon and 
The Fountain of Youth 


keep young forever. 





can secure for themselves Prestige and Profit. 


The demand for Moore & White Fric- 


LISTEN, MR. DEALER! tion Clutches, Friction Clutch Cutoff 


Couplings, Friction Clutch Pulleys and 
Speed Changes, is steadily increasing, 
and that Dealer surely has his own inter- 


Whenever you go into a factory on your regular 
round, make it a point to inquire if there are 
not some machines which should operate at 


varying speeds. If so est at heart who is ever pushing their 
fe ae ; sale in his territory. 
VARIABLE SPEED Go to it, Dealers! The “M&W” is an 
The TRANSMISSION AA No. 1 Clutch, and sells easily—1% 
effort and 99% profit. 


is what you want to sell them. It regulates - 1 Catal , 
and gives quickly any speed between fastest Discounts and Catalogs at your service. 
and slowest without stopping the machine. 


Write for our special dealer’s proposition now. THE MOORE & WHITE CO. 
REEVES PULLEY COMPANY 2711-2741 N. 15th Street 


Columbus, Indiana Philadelphia, Pa. 



























OST of us are familiar with the story ot this 
Spanish Adventurer and of his vain search tor 


that miraculous Spring of which one could drink and 


There never was such a stream, of course, but today 
there is a Fountain of Prosperity that we have built 
during the last thirty-three years through the manu- 
facture of dependable merchandise, sold under a Square 
Deal sales policy—at which all dealers in Mill Supplies 
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HIS FLOOR BROO 


is made of the best service producing materials, and of a design to 
meet the most exacting demands for factory sweeping. It is the best 
broom we know of for use with sweeping compounds. 

The illustration shows this broom is made of three grades of mate- 
rial. The center portion consists of Palmyra Fibre. This loosens the 











dirt, especially in the crack and crevices. Around this is a finer 





fibre, Mixed Gray Tampico, which sweeps up the coarse or heavier 





dirt, while the Black Horse Hair casing carries along the finer par- 
ticles and dust. Laboratory tests have proved that this brush makes 
possible a quick and clean sweep and raises only a minimum amount 
of dust. : 

Made in four sizes: 12, 14, 16 and 18 inch. 

Osborn Quality Floor Brooms are the most economical to buy, 
because, perfected methods of manufacture and best grades of mate- 
rials insure a longer service. The speed with which this broom sweeps 
and the positive results obtained—save labor. 

Therefore, if you are not using Osborn Quality Floor Brooms in 
your factory, you are overlooking an important cost item. Drop a 
line to our nearest office for quotations. 

















THE CLEVELAND OSBORN MANUFACTURING LO. *issies,222" 


ia 5401 Hamilton Avenue, Cleveland 
3rd Ave. at 35. St “Bush Terminal Bldg Detroit Milwaukee Chicago San Francisco 
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Have you ever had any experience with a dignified 
salesman ? 

Perhaps you have had occasion to do some shopping 
in a department store and have encountered one of those 
frock-coated dignitaries who are supposed to direct 
inquiring patrons to the various departments they want 
to patronize, and have been duly impressed by the manner 
of him. 

He was so dignified that you almost felt that he was 
conferring marked favor upon you by condescending to 
give you the information you wanted. You felt that 
you ought to approach him with some trepidation and 
awe, and perhaps you did so. 

And you have tried to buy goods in a friendly way 
from some salesman who seemed to feel that you ought 
to make obeisance to him when you approached. There 
are dignified salesmen in retail stores where their occu 
pation is perhaps less important than your own selling 
responsibilities. There are dignified salesmen on_ the 
road. There are even, I am quite sure, dignified sales- 
men in the mill supplies line. 

Well, you should worry, as long as you are not one 
of the kind to let dignity spoil your effectiveness. It is 
all very well to carry a certain amount of self-respect, 
but when self-respect goes to seed and becomes dignity, 
then look out for an explosion of the seed pod and a 
blowing away of all the efficiency it contained. 

Dignity is one of two extremes. It is a mistake to go 
to the other extreme and be coarse or familiar or the 
slap-him-on-the-back kind of a salesman, assuming with 
every prospect a degree of acquaintance you do not pos- 
sess. You will offend prospective customers with the 
utter lack of dignity just as you will chill them with too 
much dignity. You must strive for the happy medium. 

[ know one salesman who insists upon regarding sales- 
manship as a distinct profession, like law or medicine. 
He was partly educated for the ministry ; 
family of professional people who have always been 
proud of the fact that they were not “in trade.” This 
man cannot bring himself to admit that he is engaged in 
a purely commercial pursuit and he insists upon regard- 
ing his job as a profession. 


comes of a 


[ don’t know that there would be any harm in that 
high-brow view of it if he would just keep it to himself, 
but he doesn’t. He insists upon dressing as nearly like 
a clergyman as he can without buttoning his vest behind 
and he walks into a buyer’s presence with the look of the 
presiding parson at a funeral or the operating surgeon in 
an appendicitis case. 

It is needless to say that this gentleman—for he cer- 
tainly is a gentleman, at least—does not put over a selling 
talk that arouses the enthusiasm of his listeners. He 
represents a standard line and gets some business because 
his house makes supplies that users will buy, no matter 
who comes around to sell them. But he sells in spite of 
his attitude, not on account of it. 
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Salesmanship 
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Dignity 





Doing business with him is a cold-blooded proposition. 
He doesn’t act as if he had any red blood in his veins. 
He doesn’t show any human interest in the individual he 


meets. He acts as if he were doing business with a mere 
automaton and it is obvious that business is all there is 
to it. He plainly doesn’t care whether the buyer is feel- 
ing right or rotten. He doesn’t care personally whether 
the buyer’s house is doing a good business or none. All 
he really cares about is that he gets his order and has it 
properly signed. 

Now, I may be mistaken in saying that this salesman 
doesn’t care anything about the men with whom he does 
business. Perhaps he does care; probably he does and 
probably there is a human side to him—but what good 
does it do him or anybody if he persists in keeping it con- 
cealed under a heavy cloak of dignity—professional 
dignity ? 

Dignity is all] very well in the kind of a profession 
where it has a cash value, where people are willing to pay 
for a toplofty, butlerish attitude, but in salesmanship it 
is a damaging element. 

Don’t think that | would suggest that a salesman do 
anything lacking in gentlemanly character, but one can, 
I hope, be a gentleman without being a dignified stick. 

[f you can’t unbend and act like a regular fellow and 
be companionable, then the closer you keep your conver- 
sation to strictly business matters, the better; but if you 
are sociable and something like a good mixer, you have 
the chance of making friends, and friendship, properly 
mixed with business, makes a good combination. 

You may be able to impress the office boy with a dig- 
nified attitude and you might hold your nose high enough 
to get by that juvenile respecter of no one, but if you 
use dignity for that purpose, don’t wait too long after 
getting by the gate to bring yourself down to the level 
of ordinary humanity. The buyer you are calling upon 
may or may not be entitled to act dignified, but whether 
he is or is not, he can do it and get away with it as far 
as you are concerned, but it is not going to help matters 
for you to meet his dignity with a surplus of dignity on 
your part. 

There is just one rule about being dignified and that is: 
“Be just dignified enough.” If the buyer is himself very 
dignified in his demeanor, he will like you to be rather 
reserved yourself. He will resent advances of a pro- 
nounced sort in the way of attempts at sociability. You 
will have to go slow in breaking the ice with such a man. 

Of course, the old way was to be hail-follow-well-met 
with all comers and to tell.stories preceded by “Are 
there any ladies around?” and invite the buyer out to 
have a drink—and generally he was willing to go. But 
that is all “old stuff’ now. It is not merely undignified 
nowadays to carry on along this line—it is a bad busi- 
ness method. It isn’t done. But this doesn’t mean that 
one is to avoid this old rough-neck method by going to 
opposite extreme and making the approach something 
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National Renewable Fuse 
Advertising is YOUR 
Advertising 
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VERY month thousands of readers of technical trade 
publications are told why they should use the National 


Renewable Fuse to safeguard their plant equipment. 


@ We are also constantly sending out circulars and other ad 
vertising matter regarding the National Renewable Fuse in 
which we describe its superior features and explain in strong, 
convincing arguments why the National Renewable Fuse is 


one of the most important parts of their equipment. 


@ These people are in most cases the supply dealer's regular 











customers. Take advantage of.this fact and sell them National 
Renewable Fuses along with the other supplies which they 
buy from you. By so doing you are not introducing a new 
article to them but you are selling them something for which 
there is a definite demand. 
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Three 
Parts 


» glad to explain our un 
proposition in detail if 


» to us on your letterhead. 


FEDERAL ELECTRIC COMPANY 


Representing FEDERAL SIGN SYSTEM (Electric) 


Lake and Desplaines Sts. CHICAGO 
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like a cross between the opening of a pink tea and the 
convening to an undertakers’ convention. 

Enthusiasm is the great thing that develops an inclina- 
tion to buy on the part of your prospects, and how can 
you be enthusiastic and at the same time be dignified and 
unbending? The trouble with dignity in this connection 
is that as long as a man maintains a dignified attitude 
he cannot forget himself. Dignity is not really natural. 
It is assumed and one has to keep it in mind in order to 
live up.to the dignity standard set. To be enthusiastic 
you have to forget yourself and think only of your line 
and your prospective customer’s interests. 

Sometimes you see a dignified man become very undig- 
nified. A college president waves his hat and yells and 
dances like a demon at a football game. He forgets him- 
self and becomes enthusiastic over his interest in some- 
thing else. Just as long as he keeps his own attitude in 
his mind he remains dignified and shows no enthusiasm. 
You can’t mix up enthusiasm and dignity very well. 
Dignified enthusiasm wouldn’t encourage any football 
teams to pull a victory out of the fire and it will not 
encourage any buyer who hangs back to step up to the 
front and put his name on the dotted line. 

Enthusiasm need not be noisy. I don’t mean to say 
that we ought to show in salesmanship the same brand 
of enthusiasm we would show in sports. You ought to 
be able to put an intensity into your talk that will show 
your enthusiasm by something else than the whoop-’er-up 
method 

We don’t regard the salesman who makes the most 
noise as the best salesman. He may be the worst, except 
that if he is dignified he will not be noisy, and, therefore, 
noise indicates at least an absence of fatal dignity. 

The amount of external evidence you are to show in 
establishing the fact that you are enthusiastic depends 
to some extent at least upon the place and the buyer 
involved. Some buyers are actually impressed by a vol- 
ume of speech that predominates the situation and bars 
cut all competing sounds. They are not men of finer 
distinctions and a loud voice does not disturb them. They 
may even be slightly hard of hearing. Other men are 
quiet, sensitive individuals who find their sensibilities 
ruffled by a blustering presence. They like to have you 
sit down and talk with them in a low tone of voice. 
Somewhere between the two may be the average, but 
we have to sell goods to the extremes as well as to the 
average and to do this successfully we must be able to 
give the extremes the treatment that is going to get our 
selling talk over best in each case. 

There are some things to be said in favor of as much 
dignity as you can show without being stiff and unen- 
thusiastic. Men do not look upon a dignified salesman 
as a bluffer in the way they are apt to view the noisy 
fellow who apparently is going to try to put his proposi- 
tion over by main force. 

~ 

A reasonable amount of dignity is desirable as an indi- 
cation that the wearer of it is the representative of a well- 
established and reliable house. We think of the noisy 
claimants for our trade as being new men or representa- 
tives of new houses. 

A sale is a transaction that involves the 
more or less considerable sum of money. 
arrange to part with their money without giving serious 
thought to where it is to go. This means that they will 
not, if they are careful buyers, buy lightly. You must 
make the actual closing of the sale a serious proposition 
and this involves the exercise of something very close 
to dignity. 


exchange of a 
Men do not 


If you are too boisterous you attract attention to your 


boisterousness and away*from the line you are selling. 
You want your personality to be submerged so that your 
proposition will stand out. -A quiet dignity, if it does not 
interfere with your getting your message across, lends 
itself better than boom and boost methods to making the 
goods rather than yourself the outstanding feature of 
your call. 

So, you see, while we condemn dignity of the severe, 
preponderating type, we uphold a proper dignity. On the 
gates of a certain famed city there were once three mot- 
toes: upon the first gate, “Be Bold!” upon the second 
gate, “Be bold, be bold and evermore be bold!” upon the 
third gate, “Be not too bold!” Something of this same 
sort might be the right advice about being dignified, sub- 
stituting the word “Dignified” for the word “Bold” which 
appeared on the gates of Busyrane. 

tor 
CENTRAL SUPPLY MEMBERS MEET 
Summer Conference Develops Discussion of Topics of National 
Import—Annual Convention in October 


The eighteenth regular meeting of the Central Supply 
\ssociation was held on Wednesday, June 11, at the 
Hotel Sherman, Chicago, the attendance being good sized 
for a summer meeting. Two concerns were elected to 
membership, as follows: Stockham Pipe & Fittings 
Company, Birmingham, Ala., and M. J. Gibbons Supply 
Company, Dayton, Ohio. 

The remarks by President Steneck were given close 
attention, and both in these and in the report of the 
secretary the fact was emphasized that prices are on a 
new level; that under present conditions, pre-war quota- 
tions are a thing of the past, a dead language today. 

Two topics of national importance were discussed and 
unanimously endorsed by the organization, namely: a 
national budget system in the United States Govern- 
ment, and the continuation of the present law on daylight 
saving, the members agreeing to use their influence with 
Congress to this effect. For the annual meeting, October 
15, Chicago was selected for the place to hold it. 

The afternoon session was executive and devoted to a 
very free and frank discussion of present problems, trade 
practices, the relationship of the manufacturer and the 
jobber, in which figured the consideration of what is a 
proper differential in the light of present costs of doing 
business, and many other practical and intimate topics 
relating to the general welfare of the industry. 

The conference was participated in by some twenty or 
more members, bringing out all sides and angles of the 
problems. An interesting report was made in reference 
to the work of the trade extension committee, and par- 
ticularly the success which the finance committee is meet- 
ing in securing funds for the 1919 campaign. 

a 


Somehow It Just Happened 

In the June issue of Mitt SuppPLies it was stated in the 
caption under the picture of W. H. Glatt that he is con- 
nected with the New York Leather Belting Co., New 
York. This was an error, for Mr. Glatt is with Victor 
Balata & Textile Belting Co., New York. 

tor 

The Homestead Valve Manufacturing Company of 
Homestead, Pa., has added Charles Nagle to its New 
York office. Mr. Nagle will call upon the trade within 
New York and Brooklyn. It has also placed an addi- 
tional man in the Pittsburg office, in the person of F. H. 
Thorn, who has had several years of broad experience 
in the mechanical engineering field. 
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Power Costs? 

| If you were sure that power consump- 


| } tion in your plant could be reduced 10% 
: or more simply by changing bearings on 
your shaft lines, you’d take mighty quick 
action wouldn’t you? 

Well, it can be done. In fact it is be- 
ing done by others—and often too. This 
big reduction in power needs can be 
effected by the use of “Sells” Roller 
Bearings—and the change can be made 
over-night. 

The saving is brought about by a 25% 
to 50% reduction of friction which in 
babbitt bearings absorbs 30 or more per 
cent of the power generated. Isn’t the 
promised reward worth, at least, an in- 
vestigation? 


Old Reliable “Se\\s" 


Roller Bearings 


Note particularly these features of 
“Sells” Roller Bearings: 

No friction between rolls; end-thrust 
prevented; full-floating, self-contained 
roller structure; rolls run parallel to 
shaft and box at all times; will fit any 
standard hanger; split throughout so 
that installation can be quickly made. 


— me 


Write today for full description and re- 


ports from users. 
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Manager. 


Royersford Foundry & Machine Co. 


43 No. 5th Street, Philadelphia 


Other Royersford Economies 


“Sells’” Roller Bearings for mine cars and 
wagons, Shaft Hangers, Collars and Coup- 
lings; Rollerine, the Ball and Roller Bearing 
Lubricant, Combination Oil and Grease Gun, 
Babbitted Ring Oiling Bearings, Punches 
and Dies, Punching and Shearing Machines, 
Sensitive Drill Presses, Drill Presses and 
Foot Presses, Grinding and Polishing Ma- 
chines, Tumbling Barrels, etc. 
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Armstrong Tools 
Easy to Sell and They Stay Sold 


A QUALITY LINE 


The Name and Trade Mark on which is 
universally accepted as the best guar- 
antee of Tool Excellence. 


A GOOD LINE 
for THE DEALER 


No Experiment No Come Backs 
No Kicks 
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TOOL HOLDERS 


For Turning, Boring, 
Cutting Off, Planing, 
Drilling, Slotting and 
Threading Metals. 
All Kinds—aAll Sizes. 









Grand Prize Winners 
at the 
Panama- Pacific Exposition 








Drop Forged 
Wrenches 
Lathe Dogs 
“C” Clamps 


and 


Ratchet Drills 












Experienced Dealers Say: 


Armstrong Tool Holders 
Make US Profit and the 
‘‘Just as Good’’ Kind Make 
US Trouble. 












Write for New Catalog B-16 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” —_ 
305 N. Francisco Ave. CHICAGO, U.S.A 
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Ohio Jobber Stimulates Interest of His Salesmen by 
Flexible System Covering Various Phases of Selling 


By COURTNEY 


Of late a great deal has been written pro and con about 
the matter of conducting prize contests of one sort or an- 
other to spur salesmen on to greater effort. Like most 
any other problem that arises in business, the matter of 
putting on a sales contest that will be a success from 
every standpoint is one that cannot be decided for any 
particular concern by any general set of rules or by the 
experiences of others. Before going into the matter at all 
each sales manager should study his own particular 
proposition and his own sales force to see whether or 
not added incentive is really needed, and if so, whether 
it is the part of wisdom to attempt to push more sales in 
certain territories. 

However that may be, the general proposition of find- 
ing a method of keeping salesmen “on their toes” by 
putting on sales contests from time to time certainly 
merits consideration, and the fact cannot be denied, no 
matter what our personal opinions may be, that some of 
the biggest jobbing and manufacturing concerns in the 
country have found such contests to be just the right 
thing. It is true, also, that nowadays almost all business 
concerns are paying more attention than ever to devising 
means for developing among their sales force the spirit 
of personal interest in the house that will make them not 
only greater producers but more loyal and less inclined to 
go looking for or even to consider offers that come to 
them from elsewhere. 

Good salesmen, like good workmen, are scarce; and 
besides, constantly making changes in the sales force not 
only wears down the morale of the institution as a whole, 
but means wasted time and effort, to say nothing of ex- 
pense, all of which could be directed into other channels 
with resulting profit instead of downright loss. 

A great many employers have insured against such cir- 
cumstances arising in their manufacturing departments 
by giving bonuses or by starting profit-sharing schemes 
of various kinds to develop and retain the personal inter- 
est of their factory workers, but have woefully neglected 
doing something to develop the same spirit among their 
salesmen, who are just as much “producers” as the peo- 
ple who actually have a hand in manufacturing. No 
matter how good a product may be, unless the selling 
end of the business is highly developed, the concern 
stands to be a failure instead of a success. Goods in the 
warehouse are not worth anything to the concern that 
makes them. They must be sold in quantities and at a 
profit if dividends are to be paid to the stockholders. 

In the case of jobbers, whose proposition is almost 
entirely one where selling counts, it is even more impor- 
tant to have a good sales force, consisting of men who 
have their entire interest wrapped up in the business they 
are representing and who are at all times alert to oppor- 
tunities for suggesting and planning on their own initia- 
tive where bigger business can be developed. The sales 
manager or the “boss” on the inside, whoever he may be, 
can of course direct the general course of the business, 
and can outline the broad proposition of selling for his 
men; but it goes without saying that his work will be 
doubly effective if he has the every-minute co-operation 
of the men under him who daily come into personal con- 
tact with the firm’s customers, and who, therefore, can 
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pick up valuable tips and ideas if they are alert that can 
be communicated to the house and converted into prac- 
tical use in strengthening the sales appeal of the entire 
force and of the institution they represent. 

In a good many cases, probably in the majority of cases, 
a bonus system like that used in factories is impracticable 
for use in the selling end. Most concerns already pay 
their sales people on the basis of “production” and hence 
it would be hard for them to figure out on this same basis 
a new scheme for boosting the productivity of the sales- 
men, so that, looking at the matter from almost any angle, 
a prize contest for the sales people seems to be a logical 
method of creating more interest in selling and keeping 
salesmen one hundred per cent wrapped up in the task 
set down for them. 

One reason why many prize contests for salesmen have 
failed, and hence have been thrown into the discard by 
certain concerns, is because they have been planned along 
wrong lines. The usual way to put on such a contest is 
to offer a prize of a certain amount for the most goods 
sold in a certain period, with perhaps a second and a 
third prize. This is all right as far as it goes, but the 
trouble is that it does not go far enough. In the first 
place, one salesman, or two or three, are bound to have 
better territory than the others on the staff, because any 
sales manager knows and will admit that the firm’s 
products are in greater demand in certain sections than 
in certain others and would sell better there, no matter 
how poor the salesman might be. It may be that there 
are more prospects in certain territories or that the firm 
is better known there, or something else may be true; but 
whatever the reason, it cannot be denied that every piece 
of territory is not equal where productivity is concerned, 
no more so than every field is equal in productivity for 
crops, no matter how well the tilling of the soil may be 
done. : 

In a sales contest what is the natural result? The men 
who have the best producing territory win in a walk, if 
they half try, and though the men in other territories do 
their best and perhaps double sales for a certain period, 
they know when the bulletins come along that they are 
playing a losing game and hence their activity is often 
cut down instead of stimulated. 

To obviate such occurrences a big Ohio mill supply 
jobber puts on sales contests in an entirely different man- 
ner. Further, instead of having, say, one contest a year 
lasting for perhaps a couple of months, he puts on three 
contests a year lasting six weeks each. And in the place 
of giving cash prizes that have to be pretty big to appear 
worth trying hard for and which eat up at one gulp the 
appropriation set aside for the contests, he gives useful 
prizes like suitcases, traveling bags, shoes and_ hats, 
spending less in the long run, but really creating more 
interest. He has found that his men, who mostly make 
pretty good salaries in a year, will take a great deal more 
pride in winning a nice traveling bag and will work 
harder for it than they would for $75 in cash, just as a 
soldier will work for a medal that he can keep and show 
for years as a reward for his prowess, preferring that to 
a mere sum of money that is soon spent and forgotten. 

Insofar as the method of running these contests is con- 
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cerned, they are not, as already intimated, run on the 
“most goods—most cash as a reward” plan. To the con- 
trary, often a “weak” man on the sales force has as good 
a chance as any to win, does win and is encouraged to do 
ligger things as his confidence in himself grows. To 
allow this to be possible a contest is often put on offering 
prizes for the largest number of calls. In another class 
of competition the top prize will go to the man who sends 
in the most comprehensive information about the pros- 
pects he calls on; that is, about the machinery they use 
and the probable needs of the concern for the expansion 
that will sooner or later come. Such tips naturally give 
ihe sales manager data from which he can plan a mail 
campaign that will often either land an order or help the 
salesman to get one at some time in the future. Still 
enother class of contest will result in the first prize going 
to the salesman who sells the largest amount of a certain 
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line—belting, for instance, or any other selected item. 

It will be seen from the foregoing that the contests as 
conducted by the Ohio concern give, at one time or an- 
other, every man a chance to win, and three of them a 
year instead of only one tend to keep the salesmen “on 
their toes” the whole year through. These methods of 
awarding prizes are different from those used in the 
average contest and they will pay better. After reading 
them over any salesmanager will recognize the psy- 
chology followed out and will doubtless be able to offer 
still more unique and more productive plans for getting 
everything possible out of a prize contest. As already 
pointed out, this article is not an attempt to “sell” the 
contest idea to any particular jobber but just goes to 
show that great good can come of such contests if they 
are conducted in such a manner as to arouse the genuine 
interest of the salesmen. 
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Curing a Take-All-Give-Nothing Attitude 
Mill Supply Man Who Announced in Convention “I Won't Give 
Competitors Benefit of My Experience” Receives Enlightenment 


By KENNETH 


It has gradually come to be understood among  busi- 
ness men, especially since the growth of the organization 
idea, that it is not possible continually to take in without 
ever giving out anything in return. Life does not work 
out that way; and business, being merely the adjustment 
of the ordinary necessities of life through the operation 
of supply and demand, does not work out that way either. 
[his is the reason why the cautious citizen, who never 
tells anything, who never joins a trade organization, who 
never reads a trade paper and never advertises, wonders 
how it is that a “careless and free-handed” competitor 
who does all of these things, manages to get along so 
nicely. The answer is contained in this very difference, 
if the tight-fisted individual only knew it. 

Of course, many an_all-coming-in-nothing-going-out 
man or firm gets along beautifully on this wholly selfish 
system, year after year, but it is safe to say that in every 
case, in the long run, this policy is bound to prove a 
boomerang. It cannot fail to do so, any more than the 
farming system of taking crops out of the soil year after 
year without putting back an equivalent, can help failing. 

There is in the writer’s mind the case of an old and 
well-established mill-supply house which has always been 
operated on the plan indicated, that of giving out as 
nearly nothing as possible, save, of course, in the way ot 
trade, and of taking in everything possible, especially in 
the matter of securing information of new methods and 
so forth from competitors. In pursuance of this delib- 
erate and avowed policy, the head of the house belonged 
to and attended the meetings of his trade organizations, 
not to participate, but to gather the valuable information 
which he knew quite well was passed out at such 
meetings. 

He always declined, however, to take any part in 
the discussions, either from the floor or as a speaker. 
Several times he was asked to act as a committee 
member, but always refused on the plea of pressing 
business; and once, when “crowded to the wall” by 
the chairman of the program committee, a man resid- 
ing in his own town, for his reason for refusing to take 
the job of preparing an address on a topic at a coming 
convention, he came out into the open and declared 
his position. 


CARDWELL 


“Well, Pll tell you,” he began, “I never have been 
able to see any good reason for getting up before a 
crowd of competitors and telling them how I| do busi- 
and that is just what this address you want me 
to make would amount to. You ask me to give some 
inside information on systematic handling of goods 
kept in stock; and, to be entirely frank, I won’t do it. 
I’ve spent a good many years in this business, learned 
a good deal, and | don’t intend to give a lot of other 
fellows, most of whom are competing with me, the 
benefit of my experience.” 

The baldness of this openly selfish attitude almost 
shell-shocked the program man, but he tried to put up 
the reasonable and decent argument which it called for 
just the same. 

“Haven't you always attended the conventions, even 
before you became a member?” he demanded. “Don’t 
you think you get a lot of good out of them?” 

The old fellow grinned. 

“Certainly, I attend the conventions,” he admitted. 
“That’s about the only reason why I joined the asso- 
ciation—that and the fact that they send out some 
mighty good dope that I couldn’t buy elsewhere for 
anything like the same money. And, certainly, I get 
a lot of good stuff at the meetings. That’s why I go. 
| hear a lot of men do just what I object to doing 
myself; they tell business secrets, or what I consider 
business secrets; they give full information about de- 
tails of their business that I wouldn’t tell to my best 
friend in the trade.” 

The program committee man saw that it was hope- 
less. He could not refrain from a parting shot, how- 
ever. 

“Well,” he said. as he got up to go, without the 
formality of shaking hands, “maybe that’s why you 
haven’t any very good friends in the trade.” 

And he left without giving the other a chance to 
retort, and with the hope that perhaps it would induce 
him to think of how his attitude really looked to 
others. It was a literal fact, however, that he had few 
friends in the trade, meaning by “friends” the men 
who would have gone very far for him. His belief in 
keeping to himself everything of value in the matter of 
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information was not wholly unknown, and the inevit- 
able reaction against him had taken place, even among 
those who had known him for years. Perhaps those 
who had known him longest were the ones who knew 
best how little he cared for anybody else. 

Hence it was that when, not so many months ago, 
aggressive and progressive members of the trade got 
together to formulate a plan for taking care of the 
serious conditions which had arisen out of the sudden 
cessation of business caused by the armistice, and of 
the failure, for the time being, of other business to take 
its place, this man was left out. He was permitted to 
remain in solitary state, getting along with his ac- 
cumulated store of stolen ideas—for they were stolen, 
in the sense that he had given no adequate return for 
them—while the others, men who believed in give and 
take in business, worked out together a plan which 
proved a splendid thing for all of them. 

It is not suggested that it would be practicable in 
every case to apply this sort of cure to every sponge 
of this type; but there is not much, doubt but what it 
would prove a good thing, at least, if given in a small 
dose, and with full warning of the purpose for which 
it was given. The incident is referred to merely to 
show the way up-to-date business men come to regard 
one of the trade who still refuses to become one of 
them, and who stands outside, benefiting by what is 
done by all, and still refusing, as far as he can, to take 
part in the work which is necessary to produce results. 

As a matter of fact, the treatment referred to did 
prove to be a cure in the case in question, although it 
may well be doubted whether a man who really be- 
lieves that he is justified in the sort of attitude de- 
scribed can be cured. However, he did see that he was 
being left out in a matter of vital importance; and it 
was with some indignation that he went to the man 
who was taking the leading part in organizing the 
movement, and demanded to know why he was left 
out in the cold. 

“Left out?” inquired the other, in surprise. “Why, 
my dear man, we’re not leaving you out of anything 
that you would fit into, are we? I heard something 
about your attitude in the matter of making a talk at 
a convention, and judging from that, you simply 
wouldn’t care to participate in this little affair of ours. 
Mhat’s the only reason we didn’t invite you in, of 
course.” 

The old man snorted, indignantly. 

“What did you hear?” he demanded. “What did I 
ever say or do that made you think I didn’t want to 
protect my interests?” 

“That wasn’t exactly the way I thought of it,” said 
the organizer, with a smile. “As I understood your 
attitude, you felt that you were justified in refusing to 
give information, while taking all that you could get 
from other members of the trade, who were public- 
spirited enough to lay open their methods and experi- 
ences for the good of all. If that’s the way you feel, 
of course you wouldn't be willing to give the informa- 
tion which we have to ask for in handling this work; 
and, on the other hand, I’m pretty sure that nobody 
else would care to give such information for your 


benefit; and why should they?” 


Naturally enough, that manner of putting the thing 
stumped the sponge-like citizen. He could think of 
no reply which did not resemble a complete back- 
down; and, before very long, a complete back-down 
resulted. That is, he came to the man at the head of 
the working committee of the mill-supply men in con- 








nection with the matter referred to, and admitted that 
he had been wrong, and said that he hoped it would 
not be held against him, as he would try to play the 
game more fairly in the future. 

Whereupon, he was of course admitted to the privi- 
leges and responsibilities attaching to the co-operative 
work which the trade was doing in that particular 
community; and if he had an occasional twinge at the 
idea of telling things about his business which he had 
never thought he would divulge to anybody, least of 
all a competitor right at his doors, there is no reason 
to believe that he did not get full value for his 
participation. 

That happens to be a rather striking illustration of 
the way a man’s refusal to work with his fellows in 
business can prove a boomerang to him. The war, 
beyond question, brought about a degree of co-opera- 
tion never before witnessed among business men, and 
that may, in the end, prove to be one of the most valu- 
able by-products of the conflict. The organization of 
trade committees to work together on such matters 
as fuel and traffic priority and the like brought men 
together who had never before been together, and 
taught them the wonders which may be accomplished 
by co-operation. 

Every man who knows anything about sports 
counts it as an axiom that team-work is better than 
the diffused efforts of stars working individually. 
The same idea applies to business with peculiar force 
when there are conditions to be met affecting all and, 
therefore, to be met by the united efforts of all. And 
the man who refuses to work with the team ought to 
have to sit on the side-lines. 
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SPRUCE UP YOUR BUSINESS NOW 
Repairs Are Needed in Production Departments—Prices 
Won't Drop—Time to Discard Khakis 


Many 


The doughboy has come home. He’s through picking 
Germans off the Rhine. He has discarded his khakis. 
With his sixty-dollar bonus, he has been making a few 
improvements in his personal appearance. A nice new 
blue suit of civies, a white vest, a gold chain and a stick- 
pin-—you wouldn’t recognize him as the hell-fighter of 
the Argonne. 

Business can take a tip from the doughboy. During 
the war business was dressed in khaki—serviceable 
enough for the occasion. The emphasis was on produc- 
tion output, and the output was increased tremendously. 
Machinery was operated at full speed. There was no 
lime to use paint and varnish. And for that matter, paint 
and varnish couldn’t be got—they were needed for the 
ships of the navy. And men to do the painting and the 
varnishing were needed for war work. 

But now it’s time to spruce up. 
Your roof will drop first. 


Prices won't drop. 
Business needs a new suit of 
clothes—do the work now. Machinery has to be over- 
hauled and repaired. Do it now. If you wait machinery 
will require bigger repairs later. Business should dis- 
card its khakis and spend its sixty-dollar bonus. 
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Heart-to-Heart Talks 


The War Department has arranged a series of intimate 
talks to the men convalescing from wounds and sickness 
in the military hospitals, to be given by prominent men 
who have made good in the face of obstacles. John Hays 
Hammond and Charles Schwab were the first to volun- 
teer for this sort of work and are making many addresses. 
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The GANDY Stitched Cotton Duck 
Belt is waiting to give you the same 
100‘. service it is rendering in thou- 
sands of mills, mines, machine shops 
and manufactories throughout the 
world. 


The first step towards bringing this faith- 
ful worker into your plant is to write and 
outline your requirements. 

Why not do it now? 


Faithfully, 
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Service Manager 


The Gandy Belting Company 
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BELT INSURANCE 


ou cannot prevent the belts with which you 

supply your customers from breaking or str soe Sea 

But you can enable your customers to save many 

dollars and many hours by supplving them with 
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STEEL BELT LACING 


un insurance on every belt in every mill, shop or factory 
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Part in Reconstruction 


Development of Production Efficiency and Trade Extension, 
and Promotion of Just Laws Are Some of Its Problems 


By FRANKLI 


One of the basic changes arising out of the war the 
world over has been the far-reaching control of industry 
by government. In our own country, the business man 
during the war has in a large measure had the conduct of 
his business taken from him through government control 
of raw materials, fuel, transportation, distribution, prices 
and capital. The heavy and sometimes clumsy hand of 
federal regulation has been felt by every manufacturer 
and tradesman. Competition in many industries has been 
paralyzed. 

The first step in reconstruction is the restoration of 
open and wholesome competitive conditions. In our own 
country, happily, economic and political thought in the 
main favors it and governmental action is already di- 
rected to that end. Industrial democracy giving to every 
man the opportunity to win business success on merit 
and efficiency is still to be the purpose of government 
regulation. Monopoly and combinations in restraint of 
trade are still taboo, not only for their inherent vicious- 
ness but because their inevitable effect when conscious- 
ness of power is increasing in the great groups of our 
citizenry is to lead to socialism. If industrial power be- 
comes too greatly centralized, the people as the possessors 
of sovereignty, as the last and ultimate authority, will 
either exercise a control as heavy as that felt during the 
war or take possession for themselves. 

It is vitally to the interest of industry, therefore, that 
competition free, fair and unrestricted be re-established. 
Just as the trade associations, through their war service 
committees, rendered invaluable service to the govern- 
ment and their industries during the period of govern- 
ment control, so now they can become a great and con- 
structive factor in the maintenance of competition. 

But great changes are seldom superimposed. The 
democratic, individualistic spirit of the bulk of American 
business men, finding its expression through the work- 
ing organizations of their industries, the trade associa- 
tions, can and ought to demand that American industry 
be placed upon an efficient, healthy, competitive basis in 
the period of readjustment ahead. In so doing, they will 
fight for individual opportunity and against socialism 
which is the sure offspring of centralized industrial 
power. The trade association can become a great force 
working for industrial democracy, yet bringing to the 
manufacturer enduring financial benefits which in the 
long run outweigh the danger and uncertainties of the 
use of practices counter to the spirit, if not in violation 
of the law. 

Secrecy in competition has always fostered unhealthy 
conditions. It has denied to every business man the facts 
upon which he can guide his business efficiently. With- 
out the facts as to prices and production conditions, he 
has been forced to carry on blindly, the easy prey of 
buyers who desired to play the jealousies and suspicions 
of competitors against each other. Instead of facts, he 
has had a tangled mass of rumors, hearsay statements 
and partial data from which to attempt to draw the truth. 
Price discriminations in violation of the law are almost 
inevitable under such conditions. Ill-will between buyer 
and seller are a sure result. As a result prices in more 
than one industry have gone to ruinous levels, and com- 
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petitors have adopted such trouble-making and perilous 
expedients as gentlemen’s agreements. Yet much of this 
could have been avoided by a frank, open exchange of 
information. 

It would be the ideal plan were the government to col- 
lect and disseminate figures as to prices and production 
both because the authenticity of the data would be more 
certain and the possibility of its misuse eliminated. Such 
a system was at one time contemplated by the Federal 
Trade Commission. The Department of Agriculture 
already furnishes such a service to growers. But in the 
absence of governmental action, the trade association can 
be the vehicle by which the same result can be accom- 
plished. The history of some twenty or more trade asso- 
ciations within the past few years has clearly demon- 
strated that manufacturers through their association 
organization can exchange information as to their prices 
and their production so that every manufacturer can have 
facts instead of suspicions upon which to base his inde- 
pendent competitive policy absolutely free from any con- 
cert of action within the condemnation of the law. 

During the next year or two of readjustment involving 
sudden and radical changes, a knowledge of facts will be 
vital. Figures on production, sales, prices, and demand 
conditions can be and have been compiled in weekly or 
monthly reports to members and basic facts prevailing in 
the industry summarized for the benefit of the business 
man. The inevitable effects of such a system is to tend 
to create more stability in price and more normal condi- 
tions generally in the industry. It eliminates the dis- 
astrous competition arising from distrust or guesswork 
and supplants it with straight business competition based 
on facts. It creates the status of competition the law is 
designed to protect and removes in large measure the 
danger of monopoly. Unfortunately the business man 
who makes a fetish of so-called business secrets, fails to 
appreciate the advantages following from such a policy 
and by his refusal to co-operate creates the conditions he 
is first to denounce. 

Not all ruinous competition, however, is the result of 
secrecy in trade. A good part of it springs from ignor- 
ance. The manufacturer who does not know his costs 
and who sells by guess work is a dangerous element in his 
industry, because his sales policy can sometimes force an 
entire industry into selling its output at ruinous levels. 
Selling below cost is recognized as an unfair method of 
competition. Trade associations have already made tre- 
mendous strides in impressing on their members the 
necessity of knowing their costs. But it is a work which 
must constantly be kept up if competition is not to sink 
back into the old ways. 

The trade association, by persuading each of its mem- 
bers to install methods whereby he may know what he 
can, from a sound business standpoint, do to meet compe- 
tition, will have gone a long way toward maintaining that 
status of competition which the law encourages. The 
action of the Reconstruction Congress of American 
Industties at Atlantic City in December of last year, in 
adopting resolutions favoring the adoption of uniform 
cost accounting in every industry in the coyntry, empha- 
sizes the great importance of cost accounting as a factor 
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in stabilizing industry. But uniform cost accounting 
should be very carefully distinguished from uniform 
costs. The association which engages in the latter is 
restricting competition and will inevitably come into col- 
lision with the law. 

Unfair methods of competition have long been recog- 
nized as the favorite weapon of those aspiring to monop- 


oly. Secret commissions, misbranding, bribery and the 
like are typical. The trade association offers the 
machinery for the elimination of such practices. And 


is it not far better for an industry to do this itself than 
to be forced to do so through hostile actions by the gov 
ernment? All it takes is a little give and take, a little 
belief in each other and an elimination of the old spirit of 
secret, unfair competition. 

Aside from any question of the perpetuation of com- 
petitive conditions in trade, it 1s beyond dispute that 
\merican industry must direct its efforts towards secur- 
ing the greatest possible efficiency in production and dis 
tribution. Probably no one factor enters so directly into 
a determination of efficiency in production as labor costs. 
Labor with a growing class consciousness is demanding 
new rights or privileges. The rising standards of wages 
and living in the old world remove the obstacle to broad 
spirited constructive action on the part of capital. The 
republic, Czecho-Slovakia, has already adopted a 
law for an eight-hour day and insurance against unem- 


ployment. 


new 


The wage scales in [Eneland and France have 
increased tremendously. Strikes are occurring the world 
, Yo American industry, the 
situation is at once a warning and an opportunity. With 
out the fear of low-priced foreign competition the Amer- 
ican manufacturer can better the working and _ living 
conditions of his employes, and from satisfied workers 
secure a maximum production. 


ver for an eight-hour day. 


The seriousness of the labor problem demands the 
united consideration of leaders of American industry. 
The trade association can be the agency through which 
the problem is worked out constructively in each indus- 
try. It is the organization of an industry. The experi- 
ence of its members with successful profit-sharing plans, 
bonus systems, housing plans, and other measures to 
improve the living and working conditions of labor, can 
be made mutually available, and problems peculiar to the 
industry can be given scientific study. The trade asso- 
ciation could perform no greater service than in dis- 
pelling the old feeling of hostility and replacing it with 
a feeling of trust and co-operation between labor and 
capital, which alone will make for the most efficient 
production. 

We have now reached the state in national develop- 
ment where we should carefully husband our resources. 
Some trade associations have already taken important 
action in this direction. Just before the war an associa- 
‘ion of steel manufacturers employed an expert to devote 
his whole time to searching out and eliminating waste in 
their respective plants. In every industry there are 
niethods costly and wasteful in operation. In one it may 
be an over-extension of the idea of service; in another 
the use of an excessive number of grades and sizes; in 
another a lack of co-ordinated information on credits; in 
another an extravagant use of samples. The mutual 
exchange of information as to wastes, methods of cor- 
recting them and their study by experts can be accom- 
plished by an association at little expense and with lasting 
benefits to its members. 

Education of the public and of the trade reacts most 
favorably on an industry. In recent years, trade asso- 
ciations have just begun to appreciate the benefit of pub- 


licity. The growers of California and Florida, the Port- 
land Cement Association and several of the lumber asso- 
ciations have spent many valuable page advertisements 
in introducing the public to the associations and the uses, 
old and new, for their products. Here is a great field for 
the trade association, scarcely touched as yet, for increas- 
ing demand and securing the volume which makes for 
lower prices and the development of the industry. There 
is a competition between industries just as vigorous as 
competition between individuals in which co-operative 
advertising can become a great force. 

The next few years will see legislation of the utmost 
importance under consideration. The business man has 
been prone to censure Congress for passing laws affect- 
ing him, but often he has made no effort to present facts 
as to the proposed legislation to the proper authorities in 
an effective way. Legislation yearly is being enacted on 
such subjects as taxation, tariffs, workmen’s compensa- 
tion and the like. With the whole world in readjust- 
ment and reconstruction it becomes vitally necessary to 
‘he business man to be organized to protect his interests 
The trade association represent- 
is the ideal 
make. his 


in no haphazard way. 
ing the interests of a single entire industry 
agency through which the business man may 
influence felt on legislation. 

Heretofore, the products of American industry in the 
main did not greatly exceed domestic demands, but in 
many industries at present war demands have resulted 
in the development of production which America cannot 
possibly absorb. In such a situation, an increased 
foreign trade is vital. As soon as the American leaves 
his country’s borders to engage in world trade, a new 
condition of things confronts him. He faces mass compe- 
tition—the fight of industrial interests of one nation 
against another. The industries of Germany have for a 
pumber of years been united into effective organizations 
called cartels, controlling production and prices. France 
has comptoirs, or great central selling agencies for her 
industries. Japan, during the war, has been forming 
similar export combinations and the Board of Trade of 
England has for two years or more been urging the form- 
ation by British manufacturers of the same type of 
organization for British foreign trade. 

Against such competition every American industry 
should present a united front. The trade association 
offers the organization through which this can be largely 
accomplished, provided American exporters can sub- 
merge their individualism and appreciate the importance 
of co-operative action in furthering the national interests 
of their industry. The government has given its co-op- 
eration by the passage of the Webb Act which permits 
with few restrictions the formation of associations or 
combinations solely for export trade. Every trade asso- 
ciation should study conditions to determine whether an 
organization of such an export combination among its 
members is practicable. Already a considerable number 
of such export associations have been formed. The 
privileges to combine for export trade permitted by the 
act are not limited to manufacturers, and other agencies 
are taking advantage of them. 

Aside from assisting in the creation of strong organi- 
zations for foreign trade, the association can aid, through 
publicity, in the elimination of trade abuses or faulty 
methods which hamper American trade abroad. It can 
help in bringing about the fixing of standards of quality 
for articles for export trade. Associations, too, can estab- 
lish direct personal relationship with the business men of 
foreign countries. The Illinois Manufacturers’ \ssocia- 
tion, for example, has done much in this way. 
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Advertising the Jobber Is Real Co-operation 


Distributors Who Sell Manufacturers’ Products Are the 
Actual Selling Force, Whose Success Is of Mutual Concern 
By ERNEST H. SMITH 


President of Hollow Center Packing Co., Cleveland 


An advertising man aired his views in the writer’s 
presence some time ago on the subject of advertising 
for the jobber’s benefit. He stated among other things 
that the manufacturer was very foolish to advertise the 
jobber’s business and then give the jobber all the jobbing 
proht. 

It does not seem possible that advertising men could 
take this stand, but it is evident that these views obtain 
with a great many manufacturers who are advertising 
their products quite extensively. Of course, if the man- 
ufacturer sells direct through his own branches, he would 
not advertise the jobber. But, if the manufacturer is 
selling through the jobber it is hard to believe that he 
would be unwilling to carry on advertising campaigns to 
build up the jobber’s business. 

Practically all advertising is done to help sell some- 
thing. Advertisng is, generally speaking, nothing more 
than assistance to the selling force. If the manufacturer 
is selling his product through the jobber, the jobber is 
his selling force, and if his advertising is intended as a 
help to the selling end of his business, it most certainly 
should be directed entirely for the benefit of the jobber 
who is handling his product. 

A manufacturer should be just as much interested in 
the success of the jobber handling his product as he is 
in the successful marketing of his product. If the jobber 
himself fails to gain prestige in his own territory and his 
business does not prosper, the manufacturer loses a part 
of his selling force which is necessary to replace with 
another jobber in the same territory. Money spent in 
advertising the jobber’s business is just as well spent as 
it would be if it were devoted entirely to advertising the 
product itself. 

A national advertising campaign for advertising the 
article itself is of some indirect assistance to the jobber 
handling this advertised article. This kind of advertis- 
ing in itself is not usually carried on in the spirit of co- 
operation with the jobber; it is more like holding a club 
over the jobber’s head and endeavoring to force him to 
handle the article. A jobber cannot be successfully com- 
pelled to handle anything he does not want. Eventually 
he will secure a substitute or a competitive line. j 

However, a national advertising campaign, whether it 
is a direct mail or a trade journal campaign, can be of 
great assistance to the jobber if directed to this end. 
Wherever it is possible to do so, the jobber’s name should 
be connected up with the article advertised. It is some- 
times not practical to do this in a national trade journal 
campaign, especially if the manufacturer has a great 
many jobbers handling his product in widely separated 
territories. This is the hardest end of the problem, and 
still a great many manufacturers are advertising the 
names of their jobbing connections together with the 
merits of their product in national trade journal cam- 
paigns. 

What direct benefit does the jobber in Kansas City 
receive from a full-page advertisement on belting, for 
example, unless the reader of the advertisement is told 
where to secure the belting in Kansas City? Of what 
good is it to convince every engineer and master me- 


chanic in the United States through trade journal adver- 
tising that a particular kind of oil or waste is the best for 
him to use, if he does not know where to buy it in his 
own city when he decides to try it out? Of course, the 
inquiries and orders received by the manufacturer as a 
result of this advertising can be referred back to the 
jobber in the territory from which the inquiry was 
received. But, why go this round-about way when it is 
possible to secure more inquiries and orders by connect- 
ing the consumer directly with the nearest jobber and at 
the same time advertise the jobber’s business ? 

The local newspaper is a great field for jobber co- 
operation and a great many manufacturers are now 
co-operating with the jobber to the fullest extent in this 
kind of advertising by advertising the article under the 
jobber’s name, by furnishing the jobber with suitable 
copy and cuts for his own local advertising campaign. 
Direct mail advertising is, no doubt, the ideal method of 
advertising co-operation with the jobber, as it is very 
easy to segregate territories and send out mail matter 
carrying the jobber’s name so that all inquiries and 
orders will go direct to the jobber. 

Advertising the jobber and the product and connecting 
the consumer directly with his nearest source of supply 
is the quickest and surest way for the manufacturer to 
advertise himself. Every jobber is backing up the man- 
ufacturer who is broad-minded enough to advertise the 
jobber. Every jobber’s salesman talks this manufac- 
turer’s product and, what is more important, sells it. 
The manufacturer is coupling his advertising directly 
with the jobber’s salesmen and his advertising done in 
this way is of real assistance to his most logical and 
effective selling force, the jobber. 
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New Quarters for Sales Office 


The Joseph Dixon Crucible Company has announced 
the removal of the Philadelphia sales office from 1020 
Arch street to the Finance building, South Penn square. 
The removal of the office from a store to an office build- 
ing is a change in policy, but as the trade in the Philadel- 
phia district carries large stocks of Dixon’s pencils and 
graphite products, a still greater dependence will be 
placed on them in the future. The sales organization in 
Philadelphia is under the management of W. G. Stringer. 

Stockholders of the Joseph Dixon Crucible Company, 
Jersey City, held their annual and regular meetings re- 
cently, the following officers being elected: George T. 
Smith, president ; George E. Long, vice-president; J. H. 
Schermerhorn, vice-president; Harry Dailey, secretary ; 
William Koester, treasurer, and Albert Norris, assistant 
secretary and assistant treasurer. 

The American Graphite Company, incorporated under 
the laws of the state of New York, is a subsidiary of the 
Joseph Dixon Crucible Company, and its annual election 
was held on the same day, resulting in the election of 
George T. Smith, president ; George E. Long, vice-presi- 
dent ; J. H. Schermerhorn, treasurer ; Harry Dailey, sec- 
retary, and William Koester, assistant secretary and 
assistant treasurer. : 
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in Dixie High Pressure Packing. 


Right then and there we 


guarantee your troubles stop, just as they have for hundreds 


of engineers in plants of every size. 


For Dixie is something better than 
an ordinary high pressure packing. 
We know, because we have seen it 
tested under conditions that few 
packings could meet, and in every 
case it has proved a real success. 

It is made of finest quality, long- 
fibre asbestos and woven without 
wire insertion, comes ready lubri- 
cated with Special Garco Compound, 
and has a high-grade nonvulcanizing 
rubber cushion. 


Dixie High Pressure Packing will | 


not burn or blow out. It operates 


equally as well on rods running in | 


oil, grease or acids. 
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Dixie saves rod wear, conserves 
steam, saves money because it elimi- 
nates frequent renewals. It is made 
in spiral form in every size from 1, 
inch to 2 inch. 


Your jobber will gladly give you 
prices on Dixie High Pressure Pack- 
ing. Send him a trial order today. 
Use it under our guaranty of abso- 
lute satisfaction no matter how severe 
the service is. 


If your jobber can’t supply you 
write us direct. Let us send you full 
information, prices and name _ of 
nearest distributor. 
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Profit Sharing Alone Not a Social Panacea 


Operates Best in Smaller Organizations, and Is Sometimes 
the Means of Preventing Strikes and Labor Turnover 


One of the best informed men in the United States 
upon the subject of profit sharing is Ralph E. Heilman, 
dean of the Northwestern University School of Com- 
merce, Chicago. He has had the advantage of several 
years’ investigation of many of the various plans now in 
use, and during the war he was active in the establish- 
ing of industrial relations where war work was _ being 
done on an extensive scale. At a luncheon recently he 
spoke briefly of some of the broader features of profit 
sharing, its practical uses and limitations. 

At the outset he explained that profit sharing is an 
arrangement whereby employees participate in a definitely 
stipulated basis on the profits of the business. In answer 
to his own question, “How will profit sharing pay for 
itself. and what advantages are there?” he stated that the 
plan will give employees stronger incentive for increased 
efforts and greater efficiency. Under the flat daily wage 
there 1s temptation to loaf, and the profit-sharing system 
should do much to relieve this condition on the assump- 
tion that the greater the profits of the concern the greater 
will be each emplovee’s part when the profits are dis- 
tributed. 

The speaker did not recommend profit sharing as the 
most effective means of securing these results if the work 
each man does can be measured—if it is possible to cal- 
culate what each employee does and what percentage 
of the profits he is responsible for; in other words, if the 
figurative yardstick can be applied to the work performed 
by each individual. Where this can be done the sharing 
in profits should be placed upon a system of compensa- 
tion. The next few years will see much development in 
extending the units of measurements, he prophesied. 
There is a great deal of work where it is impossible to 
gauge what any one man can produce, where it is im- 
possible to pay on a premium basis or any other basis, 
and here is the best place to install profit sharing. 

Profit sharing should enable the employer to hold his 
employee, thus promoting continuity in employment. The 
speaker recommended two periods in which to install a 
profit-sharing system: First, the employee to work under 
the profit-sharing plan for six months in order to become 
eligible to share in the profits: second, future profits to 
be shared annually; if an employee leaves he forfeits 
his share, thus tending to prevent labor turnover. If 
profit sharing is used as a substitute for wages or as a 
subterfuge to lower wages it cannot be expected to 
achieve good reults. If properly used, however, it can be 
employed to encourage industrial peace, and its adoption 
is frequently urged for preventing strikes. There is a 
good deal to be said in its favor, in fact; but, in the opin- 
ion of Prof. Heilman, its merits have been exaggerated. 

Generally speaking, those concerns which have used 
profit sharing for a long period of years have been fairly 
immune from strikes. The small organization, or where 
there is opportunity for personal contact between the man- 
agement and the men, is where profit sharing is one ar- 
rangement that will promote wholesome, cordial and har- 
monious relations, providing the plan is administered in 
the proper spirit. And let it be said here that labor union 
leaders are flatly against profit sharing, saying that “‘it is 
against the principles of unionism.” Employers call their 
attitude by another name—they claim that labor leaders 
are against any plan which promotes friendly feeling be- 


tween employer and employee. Evidently profit sharing 
and all other systems of wage payment are in for a “show 
down.” 

The most hopeful promise and fruitful field, said the 
speaker, is among the so-called executive employes, all 
the way from the foreman up—the salaried group. The 
flat salary, he asserted, does not tend to pull out of a man 
all there is in him, the main difficulty being that when a 
man has reached the salary limit of the house there might 
come a laxity in his efforts to serve. Many firms have 
introduced profit-sharing systems which apply to these 
men exclusively, employees who usually earn $1,500 a 
vear and up. 

Viewed purely as a device for increasing profits and 
loyalty, profit sharing is in direct ratio to rank and inverse 
ration to size; that is, the higher the rank of an employee 
the greater is his opportunity to exercise an important 
influence on profits, but it is hard for the common work- 
man to see where his efforts will increase profits. The 
purchasing agent, for instance, by one shrewd deal may 
save the firm more in one hour than could the laborer 
in a whole year, regardless of how great or conscientious 
his efforts might be. 

The higher-placed employee, too, can see the relation- 
ship of his efforts to profits better than can the wage 
earner. Furthermore, when a lean year comes and there 
are no profits to share, the managerial employee, being 
in closer touch with financial affairs, is better situated 
to realize and be governed by this condition than is the 
workman, who might be inclined to view a profit-sharing 
system which yields no profits with suspicion and the 
feeling that there is “something wrong.” 

When profit sharing is introduced among the rank and 
file it is the most fruitful in the medium-sized business, 
as previously stated, employing, say, up to 500 people. 
Where several thousand persons are employed the 
speaker seriously doubted whether any important benefits 
can be gained, for the larger group is difficult to educate, 
and, further, it is hard to see how the results of any one 
man can be measured. 
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Will Celebrate Centennial 

One hundred years of manufacturing hardware will 
be marked by the centennial celebration to be held by the 
Peck, Stow and Wilcox Co., of Southington, Conn., 
August 29 and 30 and September 1. The whole town of 
Southington will celebrate with the company by making 
those days a “home-coming” time for its former residents 
and the occasion of a big welcome home to the men from 
Southington who served in the Great War. In recogni- 
tion of its place in the community and its long standing 
there, the company will present a memorial to the town, 
to be unveiled August 30. This will be a flag with a 
monumental base of stone, placqued with bronze tablets 
on the four sides containing the names of every man 
from Southington who served his country in any of its 
wars. Speakers nationally prominent in military and 
political affairs have been secured for the occasion. 
Other features of the celebration will be a community 
picnic at which ten thousand attendance is expected, a 
pageant depicting the patriotic and industrial history of 
Connecticut, a military parade, and a banquet to be given 
in Hartford in honor of the returned heroes. 
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and we know a great deal more about making good pulleys ; 

than many other concerns 

Our policy in a * uilding Wood Split Pulleys is: Cheapness 


USE WHAT 
ae ieiepatess 
YOU WILL, 
YOU CAN 
NP TAVA Dy Ya 4 
ANYTHING 
BUT WHAT 
YOU ARE & 





























is suicidal ; products must be the best in their class. We 
wouldn’t — of running the : st risk of impairing the 
value of our most valued asset—our Good Will 


Get hee “Medart” Wood Split Pulley Sous Stock! 


CLEAN QUALITY — TROUBLE FREE 


CuHar.Lotte LEATHER BELTING Co. 
CHARLOTTE, NORTH CAROLINA 


Main Office and Works: St. Louis, Mo. 
Office and Warehouse: 211 Vine St., Cincinnati, ed 
Shafting, Couplings, Collars, aa gers, Bearings, Bearin Sur 
Friction Clutches Be Fue ys, Steel Ri m Pulleys Gearing, S1 
ets, Chain, R Rope Drive s, Belt Tighteners 
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JONES FLANGED COUPLINGS 


Compare Your Costs With Our Prices and 
See If You Can Afford to Make Your Own Couplings 








“Jones” Couplings are machine molded 
from metal patterns under our own super- 
vision in our own foundry. 

“Jones” Couplings are turned all over in 
turret lathes—another saving in cost. 
“Jones” Couplings are drilled in accurate 
jigs with multiple spindle drills thus in- 
suring absolute interchangeability of parts 
—another item. 


All key ways are accurately broached. 











If you will write for our prices and check them against your costs you will find it cheaper to buy your 


couplings from us. Prompt, satisfactory service and reasonable prices are our watch words, and have 
been the key notes of our success for over 25 years. 


W. A. JONES FOUNDRY & MACHINE CO. 
4411 W. 12th St., Chicago, Ill. New York Office, 30 Church St. 
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When writing to Advertisers please mention MILL SUPPLIES. 
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Training to Minimize Labor-Turnover Evil 


Purpose Is to Increase Skill of Workers, Enlarge Their 
Versatility and Raise the Individual and Collective Output 


I’veryone knows, without explanation or argument, 
what would have happened if the soldiers of the allies 
had been sent, minus training and experience, to battle 
with German armies that for years had been drilled and 
schooled and developed under masters of military science. 
The admission may pain our pride, but we are compelled 
to concede that, with all their dash, intelligence, courage, 
and determination, the allied forces would simply have 
been overwhelmed. So, the problem of the allies was 
not alone to make their troops the equals of the Germans 
in numbers, in bravery, and in willingness to fight, but 
also to match and excel Germany’s efficient use of men 
and weapons. One English writer has said that for the 
allies the first three years of the war were just a prepara- 
tion for the last twelve months of victorious fighting. 

German training, the product of scientific system, kept 
millions of enemies helpless and all but hopeless for three 
years. The allies had boundless wealth, vast resources 
of men, almost exhaustless supplies of materials, and yet 
these counted for little, till at last training was super- 
added to them—training of soldiers in the field and train- 
ing of workers in the factories. Germany lost her mili- 
tary supremacy when the allies mobilized their economic 
and industrial superiority. 

It is the universal hope that there will be no further 
need in this generation or the next for a purely military 
efficiency, because the world is bent on finding a sub- 
stitute for war. But there will be a new struggle among 
nations—this time for commercial mastery. Many of 
the lessons learned in the recent international conflict of 
arms will be put to use in the coming competitions of 
peace. One of the chief heritages of the war is the 
demonstration of the value of industrial training. The 
nations have paid an immense price for this lesson, but 
it doubtless will be counted among the most useful and 
salutary of all that were taught in the four years of 
bloodshed. 

British manufacturers are reported to be already adopt- 
ing as a policy and practice of their peace-time produc- 
tion the general scheme of training which proved so 
effective in meeting the exigencies of war. They hope 
to increase the individual and national output to a point 
which will insure a low cost of production, yet with ade- 
quate wages for their workers and fair profits for them- 
selves. It is their intention thus to manufacture on a 
scale and a basis that will enable their products to find 
a sure market in every part of the world in competition 
with German, French, American, or any other commod- 
ities, 

This country is the one whose industrial conditions 
most nearly approach those of Great Britain. British 
workmen are paid larger wages than those on the Conti- 
nent and British living standards more nearly resemble 
ours. English manufacturers, therefore, must compass 
two points in undertaking the domination of foreign 
markets. First, they must compensate labor at a higher 
rate, relatively and absolutely, than it is compensated 
elsewhere in Europe; and secondly, they must at the same 
time allow a fair return for themselves. To achieve both 
these objects it is planned to enhance production with- 
out proportionately increasing unit costs and thus under- 
sell competitors who can not do likewise. 

American workmen have always received larger wages 





than British workers. If the present standards of wages 
are to be continued—and some of the biggest employers 
say they should be—and if the manufacturer is to find 
profitable sale for his products, the British program of 
larger production at less unit cost will have to be adopted 
in the United States. With the adoption of the policy 
there will have to be also an application of the prin- 
ciples and methods by which it can be satisfactorily re- 
duced to practice. The chief of these is, of course, in- 
dustrial training. 

England purposes to devote to peace-time production 
the training that was given her workers during the war. 
In this country there is the same opportunity as there 
is also the same necessity. A very large sum of public 
and private funds was expended for industrial training 
in the United States in the last eighteen months. It 
would be a sheer waste of this money if at least the value 
of industrial training is not recognized. This does not 
mean that there should be a continuance of the sort of 
training that was given under the high pressure of war 
when dilution of skilled labor was an imperative demand. 
Dilution is no longer necessary, and the attempt to de- 
velop mechanics and craftsmen from the raw material 
of labor is neither requisite nor advantageous. 

The need now is for the training of those already 
in industry, with the purpose of increasing their skill in 
their present occupations, of enlarging their versatility, 
and of raising the individual and collective output so 
that American products may be manufactured and sold 
in competition with those from England, France, and 
Germany, without cutting the employee’s wages or the 
employer’s profits. Only by production on a gigantic 
scale and at a small unit cost can both of these objects 
be accomplished. 

The average efficiency of many thousands of Ameri- 
can workers is not above 35 per cent of a day’s output. 
If the productivity of these could be enhanced by only 
10 per cent, the aggregate gain to themselves and the 
country would be an immense sum in dollars and cents. 
American industry goes ahead from year to year under 
this heavy handicap, which could be removed in large 
part by a system of training that would uncover and 
correct the mistakes of management and improve the 
skill and output of the worker. 

Whatever may appear to be the sanction for the belief 
that the worker’s slacking and instability are the brake 
upon production, it is nevertheless an erroneous appraisal 
of the facts. The employee’s conscious retardation is 
neither the sole nor the principal limiting cause hindering 
our output. The truth is that the employer is responsible 
for more than 90 per cent of this inefficiency, with its 
accompaniments of low production and uncertain profits. 
Experts of the United States Training Service recently 
have made studies of typical manufacturing plants in 
which 90 per cent of the inefficiency from which their 
operations suffered was due to mistakes and failures on 
the part of their management. 

Six general reasons account in the main for inefficiency 
in production. They are (1) power-failure; (2) failures 
of equipment and repairs; (3) lack of instructions; (4) 
lack of training; (5) failure to supply material; (6) per- 
sonal slacking. It will be seen that the employer alone 
is blamable if five of these six reasons continue operat- 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 


‘ weather and many thousands have been in use for years without requiring repairs. 
; When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 
DC ———— — 
“4 i [ny The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 
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Our Specialties are sold to Jobbers only 


_ Hanna “Ball Joint” 
Pipe Hanger 


is the 
ST 
and 
tronges 


hanger ever made. 
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@Note the ball ana 
socket joint. 
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@Hanger can swing in 
any direction. 

@Not necessary to re- 
move hanger to raise 
or lower pipe. 


Write for 
‘Our Silent Salesman” 





The Penn Engineering Co. 
Philadelphia, Pa. 
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Pipe editions Threading 
Machine 


rS PERFECT THREADS 

This  up-to-the- 
minute combination 
Hand and Power 
Pipe Machine is a 
wonderful producer. 

You get a perfect 
thread each time 
you operate it. So 
simple that un- 
skilled helpers can 
operate it at a ma- 
terial saving for 





you. It is light, 

No. 94 Combined Hand and strong and durable. 
Power Pipe Machine, Range . 1 ss 

2% to 6 in. R.H. Can be moved from 


place to place on 


job or in the shop. 
Write for Catalog D : ‘ p “iid 
anitall Gites as Reasonable in first 
SO) BERTONE COSEs cost, too. It will 


capacities, etc. . 
cost you nothing to 
investigate. 


THE CURTIS & CURTIS COMPANY 
120 Garden Street BRIDGEPORT, CONN. 
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ing to his disadvantage. Industrial training will disclose 
these errors and shortcomings of management while it 
simultaneously is increasing the skill and output of the 
individual worker. 

Suppose that the employer’s costly mistakes were cor- 
rected; that the worker’s efficiency were increased by 
only 10 per cent, and that, as a result, labor turnover 
were reduced by 25 per cent? What would be the effect 
on production and profits for the manufacturer, and what 
would be the gain in greater skill, steadier employment 
and surer earnings for the employee? What would be 
the advantage to the exporter who had to confront foreign 
competitors in markets overseas ? 

Industrial training will increase the worker’s efficiency, 
and to his own benefit. It has already had that effect 
in some 200 big factories where it has been introduced. 
Industrial training will reveal and cure the mistakes of 
management, for it has done that, too, in all of 
same factories. It will reduce labor turnover by half— 
as figures representing actual accomplishments will show. 
It is estimated to cost above $50 each to hire new em- 
ployees, and the number of hirings in the United States 
every year probably exceeds the population of the entire 
country. In manufacturing industries labor turnover is 
perhaps 250 per cent. The preventable cost of this turn 


these 


over, therefore, is not less than $1,250,000,000 a year. 
Every employer in this line contributes his share—and it 
is a much larger share than it should be. 

The concerns which have made training of their 


workers a part and parcel of their producing organiza- 
tions were recently canvassed by the United States Train 
ing Service. Irom 90 per cent of them came the state- 
ment that they found training a remunerative addition to 
their economies. The remainder said they regarded 
training as an asset because the cost of its introduction 
and conduct was at least offset by the larger production 
which it had effected. Their testimony merely swells the 
volume of evidence in favor of industrial training. Wher 
ever it has been adopted in a systematic way this training 
has been of value to employee and employer alike. To 
the former it has afforded a means of broadening his 
craftsmanship and experience, of bettering his imme 
diate condition and his the latter it ha 
brought a larger and steadier production, with ] 

] 

Ie 


pre yspects : £0 


abor turnover and a lower unit cost. 

To train our industrial workers as we 
tary forces, it would seem, is the way to commercial 
victory. Some of our allies in the war are to be our 
rivals in the pursuits of peace. At least one of them has 
begun to adapt to peace-time production the training that 
was so indispensable in the great conflict. We, too, must 
equip our industrial army for success in the approaching 
commercial contest by training every man of it to per- 
form his work with skill and effectiveness. \We must 
give him an incentive to do this, and make it plain to him 
that he is not to be exploited but developed; that he is 
to maintain wages while increasing production, and that 
the prosperity of the employer is to be shared with the 
workers. 


trained our mili 


This is the program with which the United States 
Training Service is intrusted by the Department of 
Lal The necessity for dilution having passed with 
the ending of the war, the demand now is for training 
that will increase national efficiency and prepare Ameri- 
can industry for the competition which it will have to 
face in finding and holding markets abroad. The em- 
ployee quite as much as the employer has an interest in 
furthering our foreign commerce. 

When the domestic markets have been supplied and 
the output of our factories can no longer be absorbed 
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at home, there come regularly periods of recession and 
depression unless there is a foreign outlet. We can 
no longer live for and upon our domestic trade. We can 
not depend on the exportation alone of cereals and cotton 
and raw materials. We shall be obliged to seek foreign 
buyers for at least a fraction of our manufactures—and 
to do this, too, in rivalry with countries which have here- 
tofore not only undersold us in most of these outside 
markets but which have in many instances invaded our 
own commercial territory. 

Some of our very largest manufacturers realize this 
condition and have taken steps to discount it. One con- 
cern, which is the biggest of its kind in the world and 
which employs more than 20,000 persons in its seven 
plants, has instituted industrial training to cut turnover, 
reduce unit cost of production, and enlarge output. Still 
another corporation, which operates fifteen factories and 
has a roster of 12,000 employees, has also inaugurated 
industrial training to the same end. Already 200 manu- 
facturers have made this sort of training a part of their 
scheme of production. 

There are 20,000 American industrial corporations 
which could and should train their workers as a means of 
minimizing labor turnover, increasing production, and 
reducing productional costs. If they accomplished these 
things, they might easily extend their market beyond 
the confines of their own country. Failing to do so, they 
must continue their present precarious dependence on 
domestic demands for their products. 


tor 
Big Belting Forces Join 


On June 2 The International Leather & Belting 
Corporation, of New York City, became a part of Alex- 
ander Brothers, of Philadelphia. Through this union 
Alexander Brothers secures four additional manufac- 
turing plants and four additional service branches. 
Their main plant and general offices are at Third and 
Callowhill streets, Philadelphia. District plants are 
now located at Chicago, Cleveland, New Haven and 
\tlanta; service branches at New York, Boston, De- 
troit, Pittsburgh, Cincinnati, and New Orleans. The 
main European branch is located at Paris with repre- 
sentation in Belgium, Belgian Congo, Brazil, Cuba, 
China, Denmark, France, Great Britain, Italy, India, 
Japan, Java, Portugal, South America, Spain, Sweden, 
The Guianas, Venezuela, Straits Settlements, British 
and French West Indies. ‘The complete line includes 
leather belting, mechanical leathers, harness leathers, 
strapping leathers, curried leathers, sole leathers, belt 
dressing and belt cement. 


+2 
Joins Austin Organization 


O. D. Conover recently joined The Austin Co., Cleve- 
land, in the capacity of sales engineer, specializing on 
electric furnace plants and foundries. He has had broad 
experience as engineer in charge of the design and con- 
struction of a large number of steel plants, foundries, 
electric furnaces and other equipment, both in this coun- 
try and abroad. Mr. Conover has also had considerable 
experience in foundry work and inspection, together with 
the work of detailing, inspecting and reporting on 
methods, equipment and means of increasing production 
in many of the large steel plants and foundries in the 
Pittsburgh district. Another interesting chapter of his 
career is three years spent as engineer in charge of the 
designing and detailing of some of the largest machines 
used in the construction of the Panama Canal. 



































COMBER 


Waterproof 


LEATHER BELTING 


nde aia ia see 


Built for belt users who seek the max- 
imum of efficiency and durability. 


It is a recognized fact that leather is the best material 


for transmission belts. But that does not mean that 





all belting made of leather is the best belting to buy. 


That depends. 





COMBER WATERPROOF LEATHER BELT- 


| ING possesses the built-in qualities that make a 
i leather belt the best transmission belt: 
' It is made from choice, backbone cuts of selected 
hides. 

i 


Oak tanned by slow and thorough method. 
















Scoured and stuffed to make it soft and flexible. 
| Stretched to the right degree. 


Carefully cut and matched, and cemented with 


waterproof cement. 


Treated by the Comber process to make the 


leather absolutely waterproof. 


Get the best of the belting trade in your terri- 


tory by selling Comber under our guarantee. 


Send for literature and a 
piece of Comber for examina- 
tion. Sold through dealers. 
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Leather Belting Manufacturers 


31 Spruce Street New York, N. Y. 
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STANDARDIZED INVOICE FORMS 
with Present Lack of Uniformity Is Basis for 
Effort to Eliminate Confusion 


Dissatisfaction 


The standardization committee of the National Asso- 
ciation of Purchasing Agents is making a thorough effort 
to standardize the forms used for bill heads or invoices. 
The members complain very strongly about the lack of 
standardization. Invoices range in size from that of a 
war stamp to a large sheet. They desire to have the 
date, invoice number and other information in some pre- 
determined spot on the page and want the sheets of a uni- 
form size for convenience in filing and handling. The 
committee has outlined the following points which should 
be borne in mind when considering this subject: 


1. In order to have a standard form enthusiastically adopted 
by the selling organizations it should appeal to them as reason- 
able 

2 No attempt should be made to force anything through 
which will serve as a restraint upon business and therefore we 


should aim to make our form fit the requirements of the selling 
as well as the buying end of business. 








} Large selling organizations are now si accounting 
machinery, such as electrical tabulating equipment for statis- 
tical purposes, and any form must be large enough to permit 
ready use of these accounting machines without interfering 


with the accuracy of the work 
{$. To accommodat accounting machines it is 
sary to have definite columns provided in which to show de- 


these neces- 


scription, size, quantity, dimensions, weight, price each, total 
price, and a separate column for the net total of the invoice To 
this must be added some other colurmns in many cases to suit 

‘tain lines of business, such as number of bundles, number of 


cer 
feet, ete 


5 From the standpoint of the purchasing agent particularly 








ind the sales department secondly, it is desirable to have the 
date, order number, invoice number, car number and _ similar 
data placed in some definite spot on each and every invoice so 
that there is always one place to look for this information 

6. Some this information in No. 5 should be so located 
yn the sheet that it will be convenient when looking through 
fi for a definite invoice 

7. It may | neé ssary to provide more than one length of 
nvoice form, but if it is possible to do so that hould be 
voided One standatr would be far preferable from the 
standpoint of filing This also has some advantages in the use 
if accounting machinery. 

he subject is to be discussed at meetings of the va 


‘ious branch associations held throughout the country, 





and suggestions are sought from anyone who is inter 
ested in aiding in this work. This includes various trade 
and industrial associations as well as individuals. The 
National Association of Purchasing Agents has made 


ereat strides toward the standardization of catalogs and 
hopes to meet with similar co-operation in eliminating 


the confusion which surrounds the matter of 
Suggestion should be forwarded to Chairman 
W. L. Chandler, care of Dodge Sales & Engineering Co., 
Mishawaka, Ind. 


now 


invoices. 
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Power Drive for Pipe Threaders 

The “Toledo” power drive, a new electrical device for 
operating hand pipe-threading and cutting tools, is now 
being manufactured by the Toledo Pipe Threading Ma- 
chine Co., Toledo, Ohio. That the drive is a big labor 
saver is shown by the fact that while it would take an 
hour to cut a 12-inch thread by hand, the same tool op- 
erated by the “Toledo” power drive will do it in not to 
exceed seven minutes. There is no reason why it cannot 
just as successfully be used on tools of other makes of 
similar design. The drive can be easily wheeled about 
to the jobs on the strong, light wire wheels. The motors 
are 1% h. p. of special design and will be furnished for 
the necessary type of current. Each outfit includes 25 
feet of flexible cable fitted with a single plug connection 
for attachment at the switch box on the shaft housing of 
the drive. It is started and stopped by a specially de- 
signed push button switch. It has a two-speed transmis- 
sion gearing, and the change from one speed to another 
is accomplished by merely pulling out or pushing in a 
knob. 
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The unique features of the drive is the way it takes 
care of the changing position of the driving pinion of the 
various threading tools while in operation. The whole 
drive simply moves back and forth on its own wheels 
and accommodates itself to any position in which it must 
operate. There are no universal joints, or chains or 
other cumbersome mechanism, nor is there any change 


required in connection with the threading or cutting 
tool. 
—ter : 
PRODUCERS FAVOR BIG IMPORTS 
Realize that Expansion of Exports Is Not Attainable Without 
Corresponding Increase in Imports 

The United States is now facing a difficult situa- 
tion; in 1918 we exported three billion dollars’ worth 
of goods more than we imported; we are now to re- 


ceive half a billion dollars a year in interest on our 
loans to belligerents. Vhe gold does not exist with 
which to pay such sums, nor is it possible to stimulate 
our investments abroad to a point sufficient to offset 
such a balance. It is clear that if we are to maintain 
our exports, on the existence of which depends so 
much of our national prosperity, it will be necessary 
materially to increase our imports of foreign goods, 
both raw and finished. 

This situation was clearly recognized at the sixth 
national foreign trade convention held recently in 
Chicago. Jamés A. Farrell, president of United States 
Steel Corporation, expressed the feelings of the large 
manufacturers when he said, “We must not forget 
that foreign trade is not one-sided. Expansion of our 
exports is not attainable without corresponding expan- 
sion of our imports,” and “the lesson will come with 
new force, that to sell we must also buy.” 

William Pigott, president of the Seattle Car & Foun- 
dry Co., agreed that “there is nothing sound in the 
expectation that we can do all of the selling and none 
of the buying;” and Alba Johnson, president of the 
Baldwin Locomotive Works, asked, ‘Where can our 
principal buyers find the money to buy from us, if we 
buy nothing from them?” , 

The same view was taken by the bankers present. 
‘red 1. Kent, vice-president of the Bankers Trust Co., 
estimated the annual balance in favor of the United 
States at $1,000,000,000, and said, “Unless this sum is 
absorbed in some manner through additional imports, 
etc., our natural export trade cannot be maintained or 
increased.” 

This was fully concurred in by the leading foreign 
trade merchants. John F. Fowler, vice-president of 
\W. R. Grace & Co., claimed that “the extension of our 
foreign trade was long hampered by the idea of selling 
only, without reciprocal buying;” and W. E. Peck, 
president of Peck & Co., insisted that “if we are to sell 
by billions, me must take foreign goods as liberally.” 

—~—<+or 


Tires Make Notable Record 


One of the most interesting phases of the recent run- 
ning of the great 500 mile Liberty sweepstakes was the 
remarkable performance of the tires used by the racers. 
KK. RK. Preston, of The Goodyear Tire & Rubber Com- 
pany, an expert on tires and particularly racing equip- 
ment, says that never in the history of the automobile has 
there been a more astonishing performance of tires than 
that given by the racing cars at Indianapolis. Racing 
men are pointed to the fact that in this year’s race there 
were 38 per cent fewer tire changes than in the previous 
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Through the scien- 
tific investigation of 
our Engineering De- 
partment, all the fac- 
tors which enter into 
the design of a belt 
have been standard- 
ized. According to 
best modern practice, 
belts are designed 
with an overload ca- 
pacity of about 60%. 
Such ratings are 
found to give the low- 























































48” Heart 3-ply Belt, 
86 feet long, installed 
in 1911 in the mill of 
the C. A. Smith Lum- 
ber Company, Bay- 
point, Cal. Driving 
Pulley, 14 feet. 101 
R. P.M. Driven 
Pulley, 4 feet. Belt 
Speed, 4400 F. P. M. 
Theoretical horse- 
power, 600. Actual 
horse-power transmit- 
ted, 850 to 900. Cost 
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cost’ per horse- 
power transmitted 
per year. 













of Belt 1.5 of le per 
horse-power per 
week, 











“Where Little Things Are Big”’ 


Think what this belt must do. Traveling at 
4400 feet per minute, it makes its circuit fifty 
times every sixty seconds. For every one of 
these revolutions, each part of the belt must 
slacken and tighten itself, practically once a 
second. 

To be efficient, it must do this without loosen- 
ing its grip on the pulleys, without jumping or 
slipping. That this 48” Heart Belt does transmit 
power efficiently is evidenced by the fact that it 
is delivering 250 more horse-power, or over 40% 
in excess of that for which it had been designed. 
It has been doing this for over 8 years. 

The test of such conditions seems impossibly 
severe, and yet this belt succeeds because it is 
made from the right material—leather—-which 
has retained so many of the wonderful properties 


that fit it to be the skin of a powerful, active, 
living animal. 

In order that our leathers may meet these al- 
most impossibly severe requirements of elasticity 
and pulley grip, we tan them ourselves specifically 
for belting use, handling 1000 hides a day. 

That we may offer always the right belt for the 
required work, we make our Standardized Series 
of Leather Belting—a Belt for each class of 
power transmission. Standardized in manufac- 
ture and standardized in application to the work 
to be done. 

Graton & Knight Leather Belting is sold on 
the one economi al basis—the work to be done. 
It’s the only way belting should be bought. It’s 
the Standardized Series Idea. Dealers wanted 
for unassigned territory. 


Write for “Standardized Leather Belting” Book 


THE GRATON & KNIGHT MFG. (¢ 


OMPANY. Worcester, Mass., U.S. A. 


Oak Leather Tanners, Makers of Leather Belting, Lace Leather, Packings, and Specialties 


Cleveland Kansas City 
Detroit Minneapolis 
Fall River New Orleans 
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race held in 1915. Two of the cars, driven by Ira Vail 
and Denny Hickey, who finished eighth and ninth respec- 
tively, completed the entire 500 miles without a tire 
change. There was altogether less tire trouble, accord- 
ing to Preston, than any other race of a similar char- 
acter he ever witnessed and he further states that many 
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of the tire changes that were made were not absolutely 
necessary but were made as matters of precaution while 
the drivers stopped for other purposes, such as taking on 
oil or gas. Many of the discarded tires probably would 
have gone the whole distance if the drivers had cared to 
take a chance. 


Cultivate the Home Markets 


Never Neglect the Millions of Prospects in Your Own Country 


By CHARLES W. HOYT 


The newspapers, the business papers and the maga- 
zines are filled with articles about America’s opportunity 
in foreign trade. The speakers at commercial banquets 
talk of the possibilities of export departments. At con- 
ventions, i majority of the dcaaene are on foreign 
markets. It is the thing—it is the style—and it is good, 
too; but 

How many advertisers, so far, in the history of the 
United States marketing, have adequately sold their 
product to the 100,000,000 people of this country? How 
many advertisers, so far, have even secured (in the minds 
of this 100,000,000 people ) a conscientiousness of their 
brand and of its merits? A few advertisers have had 
sufficient courage and vision to go after it. You can 
count them almost on the fingers of one hand. And these 
few have been enormously successful. 

No matter whether you make baking powder, chewing 
gum, clothing, shoes or automobiles,-if you will make 
this 100,000,000 conscious of your brand and of its mer- 
its, your business will be made. 

\s a nation we ought, and we must, sell our products 
to the world. But so doing does not mean that any one 
firm should slight the opportunity which awaits it to sell 
the 100,000,000 here. 

\nd it is not a hazy, uncertain problem, which is diffi- 
‘ult of solution. The methods which will assure success 
are clearly defined. A generation ago the facilities were 
not at hand. Today, everything necessary for reaching 
the minds of this 100,000,000 is available. 

The course is definitely defined, but to follow it re- 
quires a chart and often a trained pilot. You can’t sail 
into the port of National Success by rule of thumb meth- 
ods. You can’t do it by decisions made daily or weekly. 

You need a plan. And in the making of that plan, you 
need the help of men who know. It is not necessary to 
make uncertain experiments. Guessing and groping in 
marketing are no longer necessary. Wise men profit by 
the experience of others. The man who is his own law- 
yer has a fool for his client. And a man can lose money 
in advertising as easily as in Wall Street. 

With the proper plan, intelligently prepared, then the 
facilities long ago proven to be certain and sure, are at 
hand ready to secure for you the approval of the 100,- 
000,000. 

And the reward for the achievement is enormous, com- 
pared to the investment. 

The purchasing power of the 100,000,000 who have 
a favorable acquaintance with your product is enormous. 
[t makes no difference whether your product is to be 
bought by the masses or the classes, if it is favorably 
known to the man in the street, orders will spring from 
all sorts of unexpected sources. 

Don’t call your business different. Everybody’s is dif- 
ferent. Soap is different from automobiles. Automo- 
biles are different from insurance. Insurance is different 


from toys. Toys are not clothes or shoes. Metal office 
furniture differs from steel axles or motors. Ink and sus- 
penders are not like adding machines or paint. But each 
business will be established, secured and made if the 
100,000,000 have a favorable acquaintance with it. 

Right now, this group of 100,000,000 are happy, re- 
ceptive, appreciative and expectant. They have com- 
pleted a good job and stand ready to go ahead. 

The Ame rican manufacturer should start at once, in 
his manufacturing, his financing, his selling and his ad- 
vertising, to secure the acquaintance of the 100,000,000. 


—tor 
New Company in Operation 


Young, Klotsch & Appel is a new manufacturing and 
jobbing concern recently organized to deal in plumbing 
and heating supplies, brass and copper materials, of 
which a complete line will be carried of sheets, tubes, 
rods, etc., in Baltimore. The officers of the company are 
G. Frank Young, president; Charles H. Appel, vice- 
president, and Harry C. Klotsch, secretary-treasurer. Mr. 
Young wus associated with the Central Metal & Supply 
» past sixteen years, serving in various capaci- 
ties, the las: eight years of which he held the position of 
secretary and sales manager. Mr. Klotsch was associated 
with the same company for the past twelve years as trav- 
eling representative, covering the states of Virginia, West 
Virginia and North Carolina, and Mr. Appel, who also 
was connected with the same concern for a period of 
twenty vears, traveled in Maryland and Pennsylvania. 
Messrs. Klotsch and Appel will continue to call on their 
trade as in the past. 


Co. for the 


~<+-> 
Great Industrial Exhibit 


On Sept. 30, the United States Government will turn 
Grand Central Palace back to the Merchants’ and Manu- 
facturers’ Exchange. This largest exposition building 
in the world has been used as an army base hospital. 
Permanent exhibits of products of the more important 
industries will be opened beginning Oct. 16. The ex- 
change has established foreign connections for export 
business in every important city of the world, and manu- 
facturers, jobbers, retail de: ulers, and the thousands of 
— buyers undoubtedly soon will regard Grand Cen- 
tral Palace as the world’s great trade center and will 
make it their headquarters when visting New York. 

tor 


On June 10 came to a close the second educational 
campaign for the benefit of employees conducted by the 
American Railway Express Company. The first cam- 
paign was for better packing and marking by the public, 
and the one now concluding was to promote better ex- 
press service. 
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PERSONALS 


T. L. Lewis, general sales manager of the A. M. Byers Co., 
Pittsburgh, has resigned, effective July 1. His successor has 
not yet been selected. 

Charles A. Greene, Chicago representative for the Borden 
Co., manufacturer of Beaver pipe tools, has established a 
downtown office at Room 501, 549 West Washington Boule- 
vard, Chicago. 

Ralph B. Phillips, Brookline, Mass., has again secured 
control of the American Steam Gage & Valve Manufacturing 
Co., Boston, and succeeded his father-in-law, John Mc- 
Candish, as president. 

On June 1, A. J. Kehoe joined the Ohio Brass Co., Mans- 
field, Ohio, as salesman in the Central territory, and on the 
same date P. A. Green took up his duties as assistant sales 
agent at the home office. 

John T. Swift, president of the Swift Manufacturing Co., 
has become vice president and financial manager of the Will- 
iam Galloway Co., Waterloo, Iowa, manufacturer of gaso- 
line engines and tractors. 

Edward D. Jones, formerly supervising salesman of the 
Yale & Towne Manufacturing Co., has become manager 
trade sales of that organization. Mr. Jones has been asso- 
ciated with the Yale & Towne company since 1909, 

F. W. Marshner has been appointed manager of the Detroit 
branch of the New Departure Manufacturing Co., succeeding 
the late Samuel B. Dusinberre. Mr. Marshner has been asso- 
ciated with the company at its Detroit office for over seven 
years. 

Charles F. O’Hagan, formerly chief engineer of the Wm. 
B. Scaife & Sons Co., Pittsburgh, manufacturer of steel 
tanks, has been made resident engineer and manager of the 
Chicago sales and engineering office just established by the 
company at 38 South Dearborn street. 

F, X. Meehan has been appointed advertising manager of 
the Walter A. Zelnicker Supply Co., St. Louis, Mo. Mr. 
Meehan was formerly with Fairbanks, Morse & Co., and for 
the past two years was connected with the St. Louis Smelt- 
ing & Refining Works of the National Lead Co. 

Lyman H. Treadway, president of the Peck, Stowe & Wil 
cox Co., Cleveland, has been elected a director of the Peer- 
less Truck & Motor Corporation, Cleveland. Walter C. 
Baker, formerly of the American Ball Bearing Co., likewise 
was elected a director of the Peerless Corporation. 

Frank D. Shumate, for several years Chicago manager of 
the Worthington Pump & Machinery Co., has been elected 
vice president and general sales manager of the Chalmers 
Pump & Manufacturing Co., Lima, Ohio. This company 
was formerly the Chalmers Manufacturing Co., founder and 
machinist. 

George H. Allen, general manager of the American Brass 
Co., Kenosha, Wis., has been promoted to the position of 
general western manager, in charge of works at Buffalo and 
Kenosha, and the five general offices at Cleveland, Buffalo, St. 
Louis, Cincinnati and Pittsburgh. Mr. Allen will maintain 
headquarters at Kenosha. 

Theodore H. Sterling, New York City, has been elected 
secretary and treasurer of the Standard Screw Co., Worces- 
ter, Mass., operating the Worcester Machine Screw Co., 79 
Beacon street, succeeding Solon C. Kelley, resigned. Charles 
E. Chase, Hartford, Conn., and Frederick B. Pearson, Miami, 
Fla., have been elected directors. 

Lieutenant William H. Beckwith has been made foreman 
of the iron valve department at the Kewanee, IIl., works of 
the Walworth Manufacturing Co., Boston. Harold D. Rich- 
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ards has been placed in the same works as superintendent of 
materials. Both were formerly with the Gilbert & Barker 
Manufacturing Co., West Springfield, Mass. 

James A. Boope has been made southern manager for the 
Macomber & Whyte Rope Co., Kenosha, Wis., with head- 
quarters at 805 American Trust Bank Building, Birmingham, 
Ala. E. E. Robirds, who has been associated with the com- 
pany for ten years, has been placed in charge of the New 
York branch, recently opened at 30 Church street. 

Harry R. Butler, for the past eleven years Detroit and 
Pittsburgh representative of the Yale & Towne Manufactur- 
ing Co., 9 East 40th street, New York City, has been pro- 
moted to be assistant manager of that company’s hoist de- 
partment at the New York office. Floyd Dewey, formerly 
with the Bostwick-Braun Co., Toledo, has been made district 
manager at Detroit, and Captain John Bricker, who, before 
he entered service, was associated with the Yale & Towne 
company at Baltimore, has been discharged from his mili- 
tary duties and has been placed in charge of the Pittsburgh 
district. 


FACTORY ADDITIONS 


The Visoloid Co., Leominster, Mass., is building a two- 
story machine shop, 40x59 feet. 

The Wilna Machine Co., Carthage, N. Y., is planning to 
build a two-story plant, 50x80 feet. 

Davis Foundry Co., Lawrence, Mass., is building a one- 
story foundry addition, 100x200 feet. 

American Hardware Co., New Britain, Conn., is building 
a five-story mill building, 50x120 feet. 

The Frazer & Jones Co., Syracuse, N. Y., is building an 
addition to its foundry, to cost $40,000. 

Surpass Leather Co., Philadelphia, is building a one-story 
brick and steel boiler plant, 54x90 feet. : 

Buick Motor Co., Industrial avenue, Detroit, is building a 
two-story extension to its plant, 40x89 feet. 

Standard Oil Co., Pratt street, Baltimore, Md., will build 
a one-story air compressor plant, 40x68 feet. 

American Brass Co., Waterbury, Conn., is building a one- 
story power house, 35x50 feet, to cost $50,000. 

Maxwell Motor Co., Dayton, Ohio, has started work on 
the enlarging of its plant, at a cost of $100,000. 

Superior Foundry Co., Cleveland, has awarded contract for 
the erection of a one-story addition, 60x131 feet. 

Canadian Ice Machinery Co., 82 Chestnut street, Toronto, 
Ont., is planning to build a plant to cost $60,000. 

Peru Plow & Wheel Works, Peru, Ill, has awarded con- 
tract for the erection of a plant addition, 40x60 feet. 

Superior Iron Works, Superior, Wis., is planning the erec- 
tion of a foundry, 30x100 feet. F. Hayes is president. 

McArdle & Cooney, Baltimore, Md., is building a one-story 
plant, 50x100 feet, for the manufacture of steam valves. 

I. L. Norton, Lowell, Mass., is contemplating the erection 
of a two-story addition to his machine shop, 47x88 feet. 

The Anchor Leather Co., Chicago, is building a factory 
and power plant, 75x139 feet. L. E. Weil is president. 

The H. Hayman Co., Buffalo, N. Y., has awarded contract 
for the erection of a foundry, 80x100 feet, to cost $25,000. 

Quincy Casting Co., Cedar Rapids, Iowa, has awarded con- 
tract for the erection of a one-story foundry, 112x152 feet. 

General Engineering Works, Philadelphia, has completed 
plans for a one-story machine ‘and boiler shop, 57x148 feet. 
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OAK LEATHER IANNERIES 
BRISTOL, TENN. 


Mill Supply Staples 
For Jobber and Dealer Trade 


Besides the seven trademarked and widely used brands 
of leather belting indicated opposite, we also manufacture the 
following incidentals to the successful transmission of power 
by leather belting: 


SCHIEREN CUT LACING in both tanned and rawhide 
form. “DUXBAX,” “Giant,” ““Gowanus’”’ and “‘CasCo”’ being 


the trade names of the different grades. 


SCHIEREN LACE LEATHER, in whole sides, available 
in Light, Medium and Heavy Weights. 


SCHIEREN BELT CEMENT, in Wafer and Jelly form, 
also “DUXBAX” Waterproof Cement in Liquid form. 


BELT DRESSING, “‘Schieren’s’’ and “FLYFOOT”’ 
Brands. 


ROUND LEATHER BELTING, Solid Round, Wire- 


Screwed and Twist. Put up in coils or spools. 
RAWHIDE ROPE, from Schieren Rawhide Stock. 
HYDRAULIC LEATHER, in closely trimmed ‘‘backs” 


and “‘bends”’ for various purposes. Schieren tannage. 


When seeking additions to your line, do not overlook the 
fact that the above items are necessities in every plant using 
power and that each item is backed by the Schieren reputation 
of half a century. 


For detail information, Catalog No. 10, prices, etc., address: 


CHAS. A. SCHIEREN COMPANY 


S. P. Dept. 
Schieren Building, 42 Ferry Street, New York, N. Y. 
Branches and Stocks in All Large Cities 








Main OFFICE & FACTORY 
SCHIEREN BLDG., NEW York. 
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United Electric Manufacturing Co., Adrian, Mich., will 
build a one-story plant to cost between $75,000 and $100,000. 

Bound Brook Oilless Bearing Co., Bound Brook, N. J., is 
building a two-story brick and steel addition, 100x140 feet. 

The Liberty Screw Co., Worcester, Mass., -has awarded 
contract for the erection of a two-story addition, 56x60 feet. 

The A. M. Byers Co., Pittsburgh, is erecting a water, 
treating and filter plant, 36x72 feet. Estimated cost, $35,000. 

lowa Malleable Iron Works, Fairfield, Iowa, has started 
work on the erection of a one-story foundry addition, 100x142 
feet. 

Hamilton Manufacturing Co., Lowell, Mass., has awarded 
contract for the erection of an addition to its mill, to cost 
$100,000. 


Citizens Electric Co., Williamsport, Pa., is arranging to 
build a power plant, 60x120 feet, at an estimated cost of 
$200,000. 

Wilson Foundry & Machine Co., Pontiac, Mich., is build- 
ing an extension to its plant, 150x200 feet. C. B. Wilson is 
president. 

The Asa S. Cook Co., Hartford, Conn., manufacturer of 
wood screw machinery, will build a one-story extension to 


The Parker-White Metal & Machinery Co., Erie, Pa., has 
awarded contract for the erection of an extensive addition 
to its plant 

Camden Motor Corporation, Collingswood, N. J., has 
awarded contract for the erection of a one-story addition, 


Pacific Flush Tank Co., 4241 Ravenswood avenue, Chicago, 
1g one-story plant, 35x125 feet, to be erected at a 

cost of $20,000. 
Wolverine Supply & Manufacturing Co., 
having plans 


Pittsburgh, is 
prepared for the erection of an extensive addi- 
lon‘ 


Marine Lamp Co., 1943 Pitkin avenue, Brooklyn, 
filed plans for the erection of a one-story exten 





x50 feet 

The Larrabee Deyo Motor Truck Co., Binghamton, N. Y., 
recently increased its capitalization and will erect an addi- 
tion to its plant. 

The H. L. Brown Fence Co., Oakley-Cincinnati, has 
warded contract for the erection of a one-story brick addi- 

26x115 feet 

Safety Impulse Starter Co., Philadelphia, has awarded 
contract to Samuel Golder, for the erection of a four-story 
plant, 28x60 feet. 

Hill Pump Valve Co., Chicago, is building a one-story 
factory, 1994x265 feet, at Belmont and Knox avenues. Esti- 


mated cost, $100,000. 


Stover Manufacturing Co., Freeport, Ill., manufacturer of 
hardware products, is building a one-story addition, 77x460 
feet. to cost $150,000. 
United Steel & Wire Co., Battle Creek, Mich., is building 
three extensions to its plant. G. J. Genebach is president 
and general manager. 

Fafnir Bearing Co., New Britain, Conn., has awarded con- 
tract for the erection of a four-story addition, 50x95 feet, 
with a 16x22-foot wing. 

The Premier Electric Co., 1800 Culver avenue, Chicago, 
contemplates the erection of a two-story plant, 66x125 feet. 
Estimated cost $50,000. 

Sivyer Steel Casting Co., Milwaukee, Wis., is having plans 
prepared for the erection of an addition, 50x100 feet, to be 
built at a cost of $45,000. 

The L. A. Carpenter Pressed Metal Co., Cambridge, Mass., 
will build a brick factory, 54x54x85 feet. Contract for the 
work has been awarded. 

Maryland Bolt & Forge Co., Falls Road, Baltimore, Md., 
has completed plans for the erection of an addition, 80x100 
feet, to cost about $11,000. 

Union Drop Forge Co., 35 
has awarded contract for t 
factory addition, 44x65 feet. 

American Metal Co., 61 Broadway, New York City, is 
planning the erection of a one-story addition to its plant at 
Langloth, Pa., 50x100 feet. 


The Billings & Spencer Co., Hartford, Conn., will build a 


8 West Grand avenue, Chicago, 
he construction of a one-story 
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four-story addition to its plant, 16x30 feet, and a one-story 
foundry extension, 60x80 feet. 

Auto Power Manufacturing Co., Omaha, Neb., is planning 
the erection of a three-story extension to its works, 80x200 
feet. Estimated cost, $150,000. 

The Taplin Manufacturing Co., New Britain, Conn., man- 
utacturer of hardware specialties, will build a two-story 
brick factory, to cost $20,000. 

Drop Forging Co., Jersey City, N. J., manufacturer of 
wrenches, has filed plans for the erection of a one-story 
brick addition, to cost $18,000. 

John Prtizlaff Hardware Co., Milwaukee, Wis., is building 
a warehouse addition, 70x115 feet, to cost $50,000. The 
structure will be four stories high. 

The Corbin Screw Corporation, New Britain, Conn., kas 
awarded contract for the erection of a_ six-story factory, 
60x120 feet. Estimated cost, $90,000. 

G. W. Swift, Jr., Bordentown, N. J., recently awarded con- 
tract for the erection of a machine shop addition, one story, 
120x160 feet. Estimated cost, $50,000. 

City Springs works, Park avenue and Preston street, Bal- 
timore, Md., manufacturer of automobile springs and radia- 
tors, will build a two-story plant, 150x200 feet. 

Wright Roller Bearing Co., Philadelphia, has awarded 
contract to the John R. Wiggins Co., for the erection of a 
two-story brick factory building, 24x60 feet. 

The Carborundum Co., Niagara Falls, N. Y., is building a 
factory and storage building, 48x144 feet, one-story. The 
Brown-Pollard Construction Co. has the contract. 

The Torrington Manufacturing Co., Chicopee, Mass., man- 
ufacturer of brass goods, is reported planning the erection 
of a plant addition at an estimated cost of $50,000. 

Standard Foundry Co., Racine, Wis., has awarded con- 
tract to Nelson & Co., Racine, Wis., for the erection of an 
addition, 75x95 feet, to be built at a cost of $25,000. 

The National Metal Moulding Co., Fulton Building, Pitts- 
burgh, has started work on the erection of a one-story ex- 
tension, 130x250 feet, to its plant at Economy, Pa. 

Heller Brothers Co., Newark, N. J., manufacturer of files 
and rasps, has awarded contract to E. D. Harrison, Caldwell, 
N. J., for a one-story addition to its plant, 60x123 feet. 

Home Brewing Co., Bridgeport, Conn., is building a two- 
story ice manufacturing plant, to cost $200,000. The plant 
will be 63x104 feet, with two one-story wings, 30x70 feet. 

Dean Brothers Steam Pump Works, Indianapolis, Ind., 
has awarded contract for the erection of a one-story addi- 
tion, 38x48 feet, to John A. Karstedt, Lemcke Building. 

The Macey Co., Grand Rapids, Mich., has awarded con- 
tract for the erection of a three-story addition to be used for 
the manufacture of steel filing cabinets. Estimated cost, 
$75,000. 

North East Electric Co., Rochester, N. Y., has completed 
plans for the erection of a ‘six-story factory, 61x206 feet. H. 
W. Fowler, 348 Whitney street, is superintendent of con- 
struction 

Joshua Horrocks, Inc., 41 Schenectady avenue, Brooklyn, 
N. Y., operating an iron and wire-working plant, is planning 
for the erection of a two-story addition and alterations to 
cost $20,000. 

York Manufacturing Co., York, Pa., manufacturer of re- 
frigerating machinery, is building a three-story factory, 22x72 
feet; a one-story foundry, 50x105 feet, and a one-story pipe 
shop, 30x140 feet. 

Crocker, Burbank & Co., Inc., West Fitchburg, Mass., will 
erect a two-story addition to its papermill, to consist of a 
machine shop, 60x200 feet, a beater room and mill building. 
Estimated cost, $100,000. 

The Meadows Manufacturing Co., Pontiac, Ill., manufac- 
turer of washing machines, farm scales and farm machinery, 
plans the erection of an extension to its plant to contain 
40,000 square feet of floor space. 

Lakeside Forge Co., Erie, Pa., is building an addition to its 
plant to increase its office and shipping rdom. It is pro- 
posed to add a one-story monitor type building, 104x84x104 
feet, of steel and brick construction. 

3elden Manufacturing Co., 2300 South Western \avenue, 
Chicago, is building a four-story, factory, 90x161 feet, to be 
of reinforced concrete construction. Estimated cost, $150,000. 
The company manufactures wire products. 
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Mr. Dealer :— 

Investigate the Powell new Double ‘Automatic’? Non- 
return Regulating Boiler Check Valve. 

Iron body—extra heavy for 250 pounds steam working 
pressure. 


Prevents accidents—conserves property. Made in 
globe and angle patterns, screwed or flanged ends in sizes 
3” to 12” inclusive. 


Ask your engineering friends about Powell “‘White Star’? Valves 
—then write us for quotations. 
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Guaranteed “CAPITAL” Mill Brooms 


The “Capital” brooms are all guaranteed and are today 


recognized as America’s truly good brooms. 


Thru our co-operation you are assured of greatly increased 
sales and soon known as “headquarters” for the best 


brooms obtainable. 


Write for Catalog 


INDIANAPOLIS BRUSH & BROOM 
MFG. Co. 


INDIANAPOLIS, IND., U. S. A. 
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Hackendahl & Schmidt, Milwaukee, Wis., structural fabri- 
cators, will enlarge their plant, and have awarded contract 
for the erection of a one-story addition, 80x100 feet, to be 
equipped with a five-ton electric traveling crane. 

Belding Foundry Co., Belding, Mich., manufacturer of spe- 
cial engine cylinders, manifolds and radiators, is building 
an extension to its foundry, 75x130 feet, and installing an- 
other cupola, which will give it a daily capacity of from 
40 to 50 tons. 

Briggs Stratton Co., Milwaukee, Wis., is making extensive 
improvements to its plant to cost about $350,000. Its five- 
story plant will be duplicated by the erection of a new shop, 
60x205 feet. A four-story office building, 50x120 feet, will 
also be erected. 

Morgan Spring Co., Worcester, Mass., will build a two- 
story addition, 80x150 feet, to its plant at Greendale, to be 
devoted to the company’s subsidiary, the Miller Wire Cloth 
Co., now located at 72 Commercial street, and now merged 
with the Morgan Co. 


The Dallas and Houston plants of the Mosher Manufac- 
turing Co., will be enlarged by the erection and addition of 
buildings and equipment to cost $250,000. The company 
manufactures standard and rotary drilling machinery and 
big irons for deep well rigs. 


NEW FACTORIES 
The National Spring & Wire Co., Chicago, is planning to 
erect a plant at Grand Rapids, Mich. 
Hires Condensed Milk Co.., 913 Arch street, Philadelphia, 
is building a plant at Binghamton, N. Y. 


Mudge & Co., Chicago, manufacturer of railroad supplies, 
is building a one-story plant, to cost $75,000. 


Westbrook Elevator Co., Greensboro, N. C., is planning to 
erect a plant for the manufacture of elevators, 


Liquid Compressed Steel Co., Keokuk, Iowa, is building a 
plant on the Mississippi River, off Railroad street. 
Windsor Foundry Corporation, Windsor, Vt., 


recently 
organized, plans the erection of a plant, 80x200 feet. 


United Chain & Forging Co., York, Pa., has purchased a 
forty-acre site on which it plans to erect a new plant. 


The Racine-Sattley Co., Springfield, Ill., will erect a new 
factory building for the manufacture of tractor engines. 


The Worden-Allen Co., Waukegan, Ill, has purchased a 
ten-acre site on which it is planning to erect a new plant. 

The Chicago Pneumatic Tool Co., Chicago, has plans for 
the erection of a building in New York City to cost $250,000. 

Montana Cord Tire Co., Great Falls, Mont., capitalized at 
$500,000, plans to erect a new plant. Felix C. Plouf is pres 
ident. 


Henderson Tire & Rubber Co., Columbus, Ohio, has 
awarded contract to L. R. Moor, Columbus, for the erection 
of a new plant. 


National Foundry Co., New York City, manufacturer of 
plumbers’ supplies, has purchased a ten-acre site and will 
build a new plant. 

The J. Smith Furniture Co., St. Louis, Mo., has had plans 
prepared for the erection of a four- and six-story factory, 
119x120 feet, to cost $300,000. 

Portktand Rubber Mills, Portland, Ore., has awarded con- 
tract for the erection of a new one-story plant, 75x200 feet. 
H. C. Huntington is president. 


Northern Rubber Co., Guelph, Ont., has awarded contract 
to P. H. Secord & Sons, 133 Nelson street, Brantford, Ont., 
for the erection of a factory to cost $100,000. 


William Small Co., Indianapolis, Ind., manufacturer of 
automobiles, has purchased a site for a new factory. The 
tract comprises eighteen acres. 

Trione Piston Ring Co., Pontiac Building, St. Louis, Mo., 
is erecting a plant for the manufacturing of piston rings. 
LaBeaume & Klein are the architects. 

Chicago Roller Skate Co., has purchased a tract of land, 
100x550 feet, at West Lake street and 42d avenue, Chicago, 
on which it will erect a one-story factory. 
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Quaker City Rubber Co., Philadelphia, has had plans pre- 
pared for the erection of a two-story brick and reinforced 
contract plant, 140x160 feet, at Wissinoming, to cost $100,000. 


The Lague Heating Systems, Ltd., Lachine, Que., is erect- 
ing a manufacturing plant and is in the market for equip- 
ment and machinery for the manufacture of water heaters. 

The Beacon Oil Co., Boston, Mass., incorporated with a 
capital stock of $2,500,000, will build a refinery at Everett, 
Mass. Dunbar F. Carpenter, Chicago, is one of the incor- 
porators. 





Gorman Home Refining Co., Gorman, Texas, has acquired 
about 25 acres of land and plans the erection of a new oil 
refinery with a daily capacity of 3000 barrels. J. T. Neill is 
president. 


Walden-Worcester, Inc., Worcester, Mass., manufacturer 
of wrenches, has acquired a three-acre site and will erect 
a new factory, to be four-story, of brick mill construction, 
56x400 feet. 


Concrete Pipe Co., Seaboard Building, Seattle, Wash., is 
building a pipe manufacturing plant on Lake Washington, 
the main building to be 60x100 feet. R. A. Ballinger, Seattle, 
is president. 


H. W. Cotton, Inc., Brooklyn, N. Y., manufacturer of ma- 
chinery, is building a six-story plane, 80x500 feet, to cost 
$1,000,000. The company’s headquarters are at 233 Broad- 
way, New York City. 

United Drug Co., St. Louis, Mo., has acquired a site and 
is having plans prepared for the erection cf an eight-story 
plant for the manufacture of rubber goods and drugs. Esti- 
mated cost, $2,000,000. 


Brictson Rubber Tire Co., Omaha, Neb., is planning the 
erection of a new plant for the manufacture of rubber prod- 
ucts. The plant will be two-story, and will cost $100,000. 
A. G. Brictson is president. 


The Four Sevens Automobile Co., Houston, Texas, is 
planning the erection of a new plant for the manufacture of 
automobiles and parts. The company recently increased its 
capitalization from $60,000 to $300,000. 


Columbia Motors Co., Detroit, will erect a new factory 
on six acres recently purchased from the Detroit Seamless 
Tube Co. The structure will contain 150,000 square feet of 
floor space and will be completed by January 1. 


American Chemical & Manufacturing Co., 347 Madison 
avenue, New York City, is planning the erection of a three- 
story plant to cost $400,000, with machinery and equipment. 
The factory will be on a site in the vicinity of Perth Amboy, 


The Josam Manufacturing Co., Cleveland, Ohio, is build- 
ing a new plant at Michigan City, Ind., on a 5-acre site re- 
cently purchased by the company. The new plant will in- 
clude a malleable iron foundry, a warehouse and a machine 
shop. 


West Virginia Metal Products Corporation, Fairmont. 
W. Va., recently chartered with a capitalization of $2,500,000, 
has acquired a site for a plant to cost $1,500,000, including 
rolling mills. J. E. Watson is president, and G.* M. Alex- 
ander, secretary. 

The W. E. Caldwell Co., of Louisville, Ky., manufacturer of 
tanks, associated with J. B. Crawford, an experienced saw 
mill man, will build a large cut band saw mill in St. Landry 
Parish, La., where they own large tracts of cypress, ash, oak 
and gum timber. 


The Gill Manufacturing Co., Chicago, manufacturer of 
piston rings for automobiles, has purchased a tract of land 
with a frontage of 1438 feet on South Chicago avenue, and 
will erect a one- and two-story factory, the first unit of which 
will cost $100,000. 


Coyne & Delaney, Brooklyn, N. Y., has started work on 
the erection of a plant in the Maspeth Section of Brooklyn, 
to be four stories high and of concrete and brick construc- 
tion. The new plant will be devoted exclusively to the man- 
ufacture of tanks. 

- 

The Cullen & Vaughn Co., Hamilton, Ohio, has sold its 
four-story planing mil and is having plans prepared for a 
new factory that will greatly increase its present capacity. 
The company is in the market for a number of planing ma- 
chines and other equipment. 
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Eat Your Profit 


When You Buy DARCOID 
We Positively Sustain 
you Against Decline 
in Price 


Will the unsold portion of your sheet pack- We absolutely indemnify you against pos- 
ing stock bought this week, last week or next sibility of loss. If there is any decline in our 
week be worth, on July Ist, what you paid for price during 1919, we will rebate in cash or 
: . ae - credit, the difference between new and present 
it? If the price goes down, what becomes of 

| price, on every pound of DARCOID Sheet 
Packing in the jobber’s stock at that time. 









your profits? What becomes of your invest- 
2a agai. ces Mearige age aig all ee We have a certain and widely distributed 
market for DARCOID, both here and abroad, 
partly on account of our extensive advertising 
DARCOID Sheet Packing you know where -__pARCOID is the most widely advertised 
you stand on the “price” question. You know — sheet packing in the world today—and partly 
what you pay and what you will pay. on account of the real merit of our product. 


These Modern Merchandising Methods Plus a Square Deal 


Have Earned For Us Thousands of New Customers 
DARCOID has never been sold at an inflated or unjust price. It was never sold on a so- 
called “war” price. It is honestly made and honestly sold. The result is, that we have 
secured the well-merited confidence of jobbers and we consider this confidence our greatest 
business asset. We do not intend to jeopardize it by inflated prices nor price somersaults. 
“Maximum value for minimum price” has built up our business to its present splendid propor- 
tions and will continue to be our policy so long as we are in business. 


BUY DARCOID SELL DARCOID 


For Better Business and Bigger Sales 


DOMINION ASBESTOS AND RUBBER CORPORATION 
154 Nassau St., New York 


Service Branches: 67 Murray St., N. Y.; Baltimore, Philadelphia, Richmond, Atlanta, Albany, Cincinnati, 
Chicago, Detroit, Indianapolis, Pittsburgh, San Francisco, Allentown, Pa. 


the jobber—mighty serious in view of price 
reductions in so many lines. When you buy 
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Read Machinery Co., Glen Rock, Pa., manufacturer of 
bakers’ machinery, has purchased a twenty-six-acre plot, 
near York, Pa., where it will erect its new plant. The Glen 
Rock plant will continue in operation, but the new establish- 
ment will be the main office of the company. Harry Read 
is president. 


Active construction has begun on the new plant of the 
National Tube Co., Pittsburgh, at Gary, Ind. The plant will 
cost $25,000,000 and cover an area of about 800 acres. The 
first unit will consist of four blast furnaces, three Bessemer 
converters, blooming, skelp plate and tube mills. The com- 
pany will reclaim land under the lake for half a mile off 
shore, East of Gary Harbor. 

Morris Fertilizer Co., Atlanta, Ga., is planning the erec- 
tion of a fertilizer plant on the Cap Fear River, near Wil- 
mington, N. C., to be located on a fifty-acre, site recently 


purchased by the company. The two main structures will 
be 225x400 feet, and 100x225 feet. The estimated cost of 
the plant is $500,000, including equipment and machinery. 
The company is also planning the erection of a new phos 
phate works at Bartow, Fla., to cost $750,000, to include 
buildings and electric power plant for the operation of the 


works. 


INCREASED CAPITAL 


The capital stock of the Steel Castings Corporation, Alta 
vista, Va., has been increased to $75,000. 
Che Colonial Machine Co., Syracuse, N. Y., has increased 


its capital stock from $100,000 to $200,000 


Che Lenni Steel Co., Philadelphia, announces an increase 
in capitalization from $600,000 to $1,000,000. 

The Oscillating Washer Co., Pittsburgh, recently in 
creased its capital stock from $75,000 to $100,000. 

United Iron Works, Kansas City, Mo., announces an in 
crease in capital stock from $650,000 to $2,500,000. 

Che Juruick Engineering Corporation, Allentown, Pa., has 


increased its capital stock from $10,000 to 





Colonial Fire & Rubber Co., Anderson, Ind., announces 
an increase in capital stock from $750,000 to $2,000,000. 


International Cork Co., 99 Sutton street. Brooklyn, N. Y., 


has increased its capital stock from $25,000 to $525,000. 
Independent Motor Truck Co., Davenport, Lowa, has filed 
notice of increase in capital stock from $50,000 to $150,000. 





Indianapolis Tool & Manufacturing Co., Indianapolis, 
Ind., has increased its capital stock from $10,000 to $75,000. 
\merican Super-Steel Corporation, Duluth, Minn., an- 
nounces an increase in capital stock from $10,000 to $125,000. 


The Mianus Motor Works, Inc., Stamford, Conn., an 
nounces an increase in capital stock from $300,000 to $494,700. 


[he capital stock of the Kreuger Machinery Co., San 
Antonio, Texas, has been increased from $100,000 to $200,000. 


Columbus Commercial Body Co., Columbus, Ohio, an 
nounces an increase in capital stock from $25,000 to $50,000. 


The capital stock of the Homestead Valve Manufacturing 
Co., Homestead, Pa., has been increased from $50,000 to 
$125,000. 


R. E. Loughney Motor Co., Pittsburgh, will increase its 
capital stock from $25,000 to $100,000. LL. German, Jr., is 
secretary. 

Jacob Brothers Co., New York City, manufacturer of 
scales, announces an increase in capital stock from $75,000 
to $200,000. 


Dyes Tire Shoe Machinery Co., Washington, D. C., an- 
nounces that it has increased its capital stock from $150,000 
to $300,000. 


Electric Appliance Co., Pittsburgh, has filed notice of an 
increase in capital stock from $40,000 to $100,000. Fred 
Dennis is secretary. 

Rex Garage & Supply Co., Harrisburg, Pa., has filed notice 
of an increase in capital stock from $15,000 to $30,000.  L. 
L. Shettel is secretary. 

Colonial Brush Manufacturing Co., Hartford, Conn., 
$50,000, by J. A. Burns, Frank A. Hagarty and David B. 
Henney. 
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_ Montgomery Automobile Co., Chester, Pa., announces an 
increase in capital stock from $6,000 to $30,000. S. L. Mont- 
gomery is secretary. 


Williamsport Radiator Co., Williamsport, Pa., announces 
an increase in capitalization from $200,000 to $350,000, to 
provide for expansion. 


The capital stock of the Mahoning Foundry Co., Youngs- 
town, Ohio, has been increased from $65,000 to $150,000, to 
provide for extensions. 

_ The Cooper-Hewitt Electric Co., Hoboken, N. J., manu- 
facturer of electrical supplies, has increased its capital stock 
from $1,000,000 to $2,000,000. 

_ The Union Motor Truck Co., Bay City, Mich., plans to 
increase its capital stock to $500,000 to allow for expansion. 
Howard P. Woodworth is manager. 


Pennsylvania Electric Welding Co., Philadelphia, has filed 
notice Of an increase in its capital stock from $10,000 to 
$20,000. John S. Thompson is secretary. 

The O. R. Adams Manufacturing Co., Rochester, N. Y., 
manutacturer of metal-working machinery, announces an in- 
crease in capital from $30,000 to $150,000. 

Union Refining & Pipe Line Co., Shreveport, La. an- 
nounces an increase in capital from $100,000 to $1,250,000, 
and will extend its plant and pipe line. 


Che capital stock of the Dixie Battery & Manufacturing 
Co., Pine Bluff, Ark., manufacturer of electrical products, 
has been increased from $12,000 to $25,000. 


rhe capital stock of the Eclipse Stove Co., Mansfield, Ohio, 
has been increased from $300,000 to $600,000. The company 
is planning to increase the capacity of its plant. 

Union Tank Line Co., 21 East 40th street, New York City, 
has increased its capital stock from $12,000,000 to $25,000,000, 
and has changed its name to the Union Tank Car Co. 


] t 
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The Norwich Wire Works, Norwich, N. Y., has increased 
its capital stock from $125,000 to $500,000, and is erecting a 


one-story addition to its foundry at a cost of $40,000. 


The capital stock of the Lycoming Foundry & Machine 
Co., Williamsport, Pa., manufacturer of gas and_ gasoline 
engines, has been increased from $480,000 to $700,000. 

National Tool & Manufacturing Co., St. Louis, Mo., has 
increased its capital stock from $100,000 to $500,000, and 
changed its firm name to the Bluebird Manufacturing Co, 

Reliable Stamping Co., Buffalo, N. Y., recently increased 
its capital stock from $20,000 to $40,000, and is building a 
one-story extension to its metal-working plant, 36x90 feet. 

The capital stock of the Triangle Motor Truck Co., St. 
Johns, Mich., has been increased from $100,000 to $200,000, 
to provide for the erection of several additions to its plant. 

Special Tool Engineering Co., Dayton, Ohio, announces 
that it has increased its capital stock from $50,000 to $150,000, 
and will greatly enlarge its business. The company manu- 
factures automobile specialties and will install considerable 
new machinery 


NEW INCORPORATIONS 


\tlas Axle Co., Gary, Ind., $200,000, by W. H. O’Donnell, 
C. A. Herring and C. T. Bangs. 

Peerless Pump Co., Chicago, $5,000. Incorporators include 
E. W. Lademan, 3906 Christiana avenue 

Wolverine Forged Drill Co., Ypsilanti, Mich., $£00,000, by 
M. M. Kell, G. J. Crossman and B. E. Cook. 

Otwell Tractor Equipment Co., Detroit, $10,000, by Will B. 
Otwell, Ralph B. Otwell and H. C. Otwell. 

Excelsior Drill & Manufacturing Co., Springfield, Ohio, 
$10,000. Incorporators include George M. Winwood. 

Utility File & Tool Co., Brooklyn, N. aes $5,000, by b. 
Berger, R. J. DeRing and J. DeRing, 138 Calyer street. 

Victory Chain & Manufacturing Co., York, Pa., $30,000, 
by Ralph Nace, Charles H. Venus and Samuel M. Horn. 

The Halstead Wire Co., Rome, N. Y., $50,000, by J. P. 
Halstead, H. T. Dyett and F. W. Wallace, Plainfield, N. J. 
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T’S a leather belt. Especially adapted for 


drives where dampness, water or exposure 





to climatic conditions prevail. Wetite is 
absolutely waterproof. 

It is also suitable for difficult drives, heavy loads 
and high speeds over small pulleys. This is due 
to the first quality center stock leather and high 
strength of the Wetite Cement. 


Wetite Belting will give you satisfactory service. 


NEW YORK LEATHER BELTING COMPANY 
Leather Belting, Lace Leather, Leather Strapping and Specialties 
Kent Avenue and South llth Street, Brooklyn, N. Y. 
Chicago Branch: 32 So. Jefferson St. 
Dealers in principal cities of the United States 
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Designed by experienced engineers 


Sold by dealers who appreciate the 


to meet all transmission require- ae B ey advantage of selling an old estab- 
ments. Combines strength and dur- ( \ lished, widely known and always 
ability with good lines, ease of in- p D-S ly dependable line. We are constant- 
stallation and fine adjustments yy S$ ly increasing our list of dealers. 
: "ame \ rite our sales manager for in- 

QUALITY formation. 


Ask for catalog 38 M. S. and “Points of Merit.’ our silent 


salesman. 


BOND FOUNDRY & MACHINE CO., MANHEIM, LANCASTER CO., PA. 


ASSOCIATED COMPANIES 
J. & G. Rich Company, Philadelphia, Pa. 
Bond Engineering Works, Limited, Toronto, Canada 


Charles Bond Company, Philadelphia, Pa. 
Christiana Machine Company, Christiana, Pa. 
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Water 


Daniels, 


United Automatic 
by James H. 
Southern. 


Heater Co., Gary, Ind., 
Christopher C. Weaver and 


$100,000, 
Keith F. 


United Broach & Machine Co., 
corporators: J. R. Brehmer, 
Shern 


Detroit, Mich., $50,000. In- 
Louis Myers and Albert E. 
all, 

Disharoon & Heath, Ine., 


Salisbury, Md., $10,000, to manu- 


facture engines. Incorporators include T. Ray and O. 
Cleveland 

lite Grip Clutch Co., New York City, $10,000. Incorpora 
tors: M. Rosenberg, J. Rosenberg and L. Rosenberg, 24 


Beekman 


place ‘ 


Composite Metal Lath Co., Union 


»y Francis H. McCauley, 
and Ferdinand Klumpp. 


Hill, N. J., $2,000,000, 


404 L ewis street; Ernest J. Jochem 


The Totem Die Co., 
Heard, Newton, 
Chon is J 


Boston, 
Mass.: E. G. 
Drummond. 


Nathan 
Mass., and 


Mass., $25,000, by 


Morris, Medford, 


D. H. Burrell & Co., Little Fall 
farm machinery. 
Burrell and L 


es Xivg 
Incorporators: D. H. 
Burrell. 


r-Wellsvil A0., 


$1,050,000, to manu- 


facture Burrell, Jr., 


4; 
The Cushing 


Wellsville, N. Y., $20,000, to 


manufacture rail wh and aciane: Incorporators: G. H. Hyde 
C. Graves and E. E. Merson. 
The Stampweld Co., Detroit, $10,000, to manufacture tools 


and metal products. 


W. Burke and J. F. 


Incorporators: C. H. Thomas 
I 


Whitehead. 


Taylor, 


Western Tool & Manufacturing Co., Ogden, Calif., $99,000, 
to manufacture machinery [Incorporators: Guy H. Stalker, 
Oral C. Smith and George L. Smith. 


Buffalo, N. Y., 


supplies. Incorporators: M. 


North Manufacturing Corporation, 
to manufacture machinery and 


$25,000, 


North, A. C. McCarthy and J. F. Stokes. 
Ontario Abrasive Wheels, Ltd., Prescott, Ont., $30,000, by 
\rba E. Kerr, of Edwards, N. Y.; Stephen J. Cowan and 


Lawrence F. Cuthbert, 


N.. ¥. 


Detroit, 
forgings. 


Ogdenburg, 
Interstate Steel Products Co., 
facture bolts, rivets and 
Armstrong, E. B. Robinson and 


Motor Co., 


$10,000, to manu- 
Incorporators: H. Fi. 
Albert D. Hi: 


Newark, N. J., 


irris. 


The Jo-So $125,000, to manu- 


facture internal combustion engines. Incorporators: Joseph 
S. Somer, Charles G. Somer and Philip Niedermaier 

H. K. Lorentzén, New York City, operating a machine 
works at 60 Grand street, has incorporated the H. K. Lor- 
entzen Saw Corporation with a capital stock of $30,000. 


Higdon Elevator Co., New York City, $10,000, to 


manu 
facture elevator equipment. Incorporators: G. F. Higdon, 
E. A. Gilderson and J. McCahan, 507 West 138th street. 


The Hercules Rubber Corporation, Cincinnati, has been 
incorporated in Delaware with a capital stock of $1,000,000, 


A. Steiger, J. A. Robinson and H. M. Halfner 


Oshkosh, Wis., $100,000, 
tools. [ncorpora- 
mes C. C 


by Charles 


The Router Manufacturing Co., 
anufacture metal and woodworking 
William P. Casey, E. G. 


tO mM 


tors: Race and Ja 


asey. 
The Charles B. Scott Co., Scranton, Pa., $250,000, to man 

ufacture machinery, engines, mine and mill supplies. Incor- 

porators: Charles B. Stewart, C. Ezra Scott and F. Stewart. 


Che J. E. 
ture boilers. 
H. Roberts, 


Duff Co., New 
Incorporators: 
Brooklyn, and 


York City, $15,000, to manufac 
Leo Monsheimer and William 
Maurice Brandy, Arverne, L. I. 


Corporation, Niagara Falls, N. Y., 
) manutacture machinery and imple- 
Incorporators: L. M. Shull, R. C. Shull‘and J. C. 


Shull-Boltless-Clamp 
has been incorporated t 
ments. 
Shull. 


Williamsport Foundry 
$25,000, 


& M:z ichine Cox: 


Williamsport, Pa., 
to conduct a general foundry 


and machine business. 


Incorporators: Ralph Foulk, Hiram Keller and C, LeRoy 
Foulk. 
Lehman Precision Grinding Co., Detroit, $15,000, to engage 


in a general — and machine 
porators: Clarence A. Brown, 
Rohr. 


shop business. 
Robert S. 


Incor- 
Lehman and Henry 











Elliott Hydraulic 
manufacture 
products. 
Crask. 


Valve Co., Bangor, Me., $1,000,000 to 
valves, oil and gas engines and other machinery 
Incorporators: O. Skinner, E. H. Dakin and A. P. 


Eastern Sanitary Supply Co., 
manufacture plumbing and 
William T. Schlotterbeck, T. 
Curtis 


Baltimore, Md., $50,000, to 
other supplies. Incorporators: 


Herbert Marks and H. Lester 


Universal Garage & Machin 
by Harry Sevel, 113 
Clinton street, and 
Orange 


Shop, Newark, N. J., $25,000, 
street; Louis Pristats, 202 North 


Joseph Klein, 44 Jones street, East 


Leslie 


The Samp Manufacturing Co., 
ture and deal in 
dined 


tools. 


Detroit, $4,500, to manufac 
agric ae al and contractors’ machinery oa 


[ncorporators: Charles L. Herman E. Schultz 


and Sylvanus Eck. 
Detroit Die-Cast 
ized to manufacture 


Lees W. 


Samp, 


Bearing Co., Detroit, has 
machines, tools and implements. 


Chadwick, William J. 


been organ- 
Incor- 
McCarthy and 


porators: 


Charles R. LeChair. 

The A. H. Caldwell Manufacturing Corporation, Port 
Byron, N., Y., $10,000, to manufacture plumbers and_ hard- 
ware specialties. Incorporators: R. Takel, Jr., A. Cald- 
well and L. Caldwell. 

The Butt Welding & Manufacturing Co., Detroit, $10,000, 


to manufacture 


machinery and conduct a welding and braz- 
ing shop. 


[ncorporators: F. W. Biederman, Duncan D. 
Button and Charles A. Dunn. 

Prospect Engineering & Welding Co., 
$100,000, to manufacture welding apparatus. 
\. H. Johnson, 55 Hanson place, F. J. 
\. Wasilkowski. 


Oglaend, Inc., New York City, $75,000, to manu- 
agricultural machinery and implements. Incorpora- 
tors: Jonas B. Oglaend, M. M. Lloyd and R. E. Shortall, 
27 William street. 


Brooklyn, N. Y., 
[ncorporators: 


Wasilkowski and J. 


Jonas B. 
tacture 


Che Harkness-Hamilton Co., 


Bradford, Pa., 
nanufacture under-reamers, 


bits and other tools. 


$30,000, to 
[ncorpora- 


tors: A. E. Harkness, Bradford; R. W. Hamilton and S. J. 
Cullinan, Jr., Ardmore, Okla. 

Palmnut Corporation, New York City, $500,000, to manu- 
facture self-locking nuts, tools and machine products. In- 


Mentz, B. A. 


Riverside 


corporators: ee 


Weathers, Jr., 
Scandrett, Jr., 454 


Drive. 


R. B. 


and 
randall, Carpenter & Read, Ltd., Vancouver, B. C., $25,000, 
to manufacture machinery and implements. Incorporate rc 
Wendell B. Farris and Elmer E. Crandall, Vancouver, B. C 
ind Clarence E. Read, Calgary, Alta. 

Manufacturing Co., Buffalo 
manufacture grinding machinery. The 
P. Devine and Henry B. 
Seward S. Wells, 


Canadian Tank & Pump Co., Ltd 
manufacture 


The Kek N. Y., $100,000, to 
directors are Charles 
Lauman, 1372 Clinton street, and 
145 Cottage street, Buffalo. 

Toronto, Ont., $50,000, to 
self-measuring pumps and tanks. Incorporators: 
John D. Copeland, 103 Balmoral avenue; Frederick H. Pratt, 
444 Manning avenue, and Donald McDougall. 


Philadelphia Engineering & Machinery Co., Philadelphia, 
has been incorporated in Delaware, with a capital stock of 
$100,000, to manufacture machinery. Incorporators include 
E. M. McFarland and F. R. Hansell, Land Title Building, 


Chapman Engine Works, Marcellus, Mich., has been incor- 
yorated to manufacture internal combustion ‘engines, portable 
emery grinders, machinery and tools. The organ- 
izers are Frank W. Patch, Harvey E. Romig and Walter C. 
Jones. 


Modern Novelty Die & Tool 
Angeles, Calif., has been 
machine parts and dies. 
man, 324 East 65th 
North Alexandria 


I 
forg es, 


Manufacturing Works, Los 
organized to manufacture tools, 
Incorporators include J. F. Kauf- 
street, and W. M. Oldendorph, 1745 
avenue. 

The Gwilliam Co., manufacture 


Philadelphia, $10,000, to 


ball and roller bearings, machinery, etc. Incorporators: 
George T. Gwilliam, Union League, Philadelphia; John 
Gwilliam, Bloomfield, N. J., and Edgar S. McKaig, 2021 


Spruce street, Philadelphia. 
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Michigan Cyclone Lubricators 





























are all year lubricators 


This Lubricator is of the hydrostatic type which we believe 
has many points of superiority over the force feed lubricator. 
The Hydrostatic is less expensive in first cost and has a great 
inmany less parts. It is simple in operation and has no moving 
parts to wear out or get out of adjustment. 

Our Cyclone Lubricator has, built into the body, a large 
steam chamber which keeps even the heaviest oil in a liquid 
state. This insures positive steady feeding regardless of outside 
iemperatures. 

The Michigan Cyclone has been on the market for over 
thirty years and has rendered efficient service to all who have 
used it. Put one on your engine and guarantee your cylinder 
lubrication. 



























Write for descriptive matter 


Michigan Lubricator Co. 


Beaubien, Brady and Rowena Streets 


Detroit : : : Michigan 


MA-45 
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The Keystone Die & Manufacturing Co., Pittsburgh, Pa., 
$30,000, to engage in the manufacture of iron and steel prod- 
ucts. Incorporators: Joseph J. Szepe, Millvale, Pa.; K. M. 
Hickley, 1705 Laurel street, Pittsburgh, and William H. 
Lageman, Jr., 206 Beltzhoover avenue, Pittsburgh. 





GENERAL NEWS 

The Pittsburgh Malleable Iron Co., Pittsburgh, has ac- 
quired the two-story plant of the Keystone Axle Works. 

The Diamond Expansion Bolt Co., 90 West street, New 
York City, has established a Philadelphia office at 126 North 
Tenth street, in charge of L. M. Post. 

The Lamplough-Beaumont Co. is the name of a new 
plumbing supply house which has just started in business at 
99 South Portland avenue, Brooklyn, N. Y. 

The Modern Machinery Co., Wilmington, Del., has taken 
over the entire business of the Threading Machine Co., San- 
dusky, Ohio, and is manufacturing the Sandusky line of tools. 

Evans Valve & Piping Co. has opened offices at 617 Cham- 
ber of Commerce Building, Chicago, and will promote the 
sale of piping and accessories, valves, hydrants and cast-iron 


pipe. 
t 

Che Kennedy Valve Manutacturing Co., Elmira, N. Y., 
has established a warehouse at 47 India street, Boston, 
Mass., in charge of J. S. Hanlon, manager of the company’s 


Boston office. 

The Newhall Chain Forge & Iron Co., New York City, has 
opened a branch office at 126 North Tenth street, Philadel- 
phia, in charge of L. M. Post, formerly Southern representa 
tive of the company. 

Steel Tank & Pipe Co. of California, San Francisco, has 
opened the Hanford Building. C. H. Ramsden, 
for over nine years chief engineer of the Western Pipe & 
Steel Co., San Francisco, is president of the new company. 

The Iowa Radiator Co., Des Moines, Iowa, changed 
its firm name to the Chandler Heater Co., and has increased 
its capital stock to $150,000, to the expansion 

There is no change in the personnel of the 


offices in 


has 
take care of 
of the business. 
company. 

The Standard Parts Co., Cleveland, has established a 
branch sales office for its Standard Welding division in New 
York City at 1006 Times Building. William A. Paxton, for- 
merly connected with the Chicago office of the company, is 

charge. 

International Harvester Co., Chicago, 
plant of the Chattanooga Plow Co., 
nanufacturer of chilled and disk plows 


has acquired the 
Chattanooga, Tenn., 
and cane mills, and 


will continue the operation as a subsidiary organization. The 
present name will be maintained. 
The Joseph Dixon Crucible Co., Jersey City, N. J., has 


announced the removal of its Philadelphia sales office from 
1020 Arch street to Rooms 801 and 802 of the Finance Build- 
ing, South Penn Square, Philadelphia, Pa. The Philadelphia 
sales district comprises Southern New Jersey, Pennsylvania, 


Delaware, Maryland, Virginia, District of Columbia and 
West Virginia, and is under the management of W. G. 
Stringer. 

The Beneke & Kropf Manufacturing Co., Chicago, has 
succeeded the Findeisen & Kropf Manufacturing Co., and 


will hereafter manufacture the Rayfield line of carburetors. 
Henry Beneke, formerly vice-president of Hibbard, Spencer, 

Jartlett & Co., has purchased the entire interests of Fred 
erick Findeisen, and vice-president and treasurer 
of the reorganized concern. The company’s plant and equip- 
ment are being enlarged materially. 

S. F. Bowser Co., Ltd., Toronto, Ont., manufacturer of 
gasoline and oil pumps, tans and storage systems, has been 
reorganized to operate as a strictly Canadian organization, 
having heretofore been directed through the home office at 
Fort Wayne, Ind. H. C. Christie, sales manager, will have 
charge of the new organization. The other officers are: S. 
F. Bowser, president; S. B. Bechtel, vice-president; H. J. 
Grosvenor, secretary; W. G. Zahrt, treasurer, and E, E. 
Cummings, factory manager. 


becomes 


‘CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., will be 
published in this Department at a rate of 25 cents a line, each insertion. Count 
nine words to a line. 


SALESMEN WANTED es 


WANTED—Mill supply salesmen to seli watchman’s clocks 
on commission in connection with other lines. Hardinge 
Bros., Inc., 4145 East Ravenswood avenue, Chicago. 3-4-5-6 


AML QUPPLUES 





WANTED—Salesmen and jobbers to handle our turret at- 
tachments for lathes and drill presses; also adjustable light 
brackets. Big demand. Easy sales. Address Newman 
Manufacturing Co., Cincinnati, Ohio. 5-6-7 


WANTED-—Salesmen calling factory and mill trade regu- 
larly to sell steam gauge glasses, oil lubricator cylinders, etc. 
We want representatives throughout the United States and 
Canada. Write for our proposition. Doerr Glass Co., Boule- 
vard & Peach Sts., Vineland, N. J. 7 


WANTED-—Salesman to call on factory trade, soliciting 
business for pipe, valves and fittings. Must be able to 
produce results. Give age, experience, reference and salary 
expected. Replies confidential. Address Standard Sanitary 
Manufacturing Co., Canton, Ohio. J. 


WANTED—CONVEYOR ENGINEER 


We are working thirty to forty millwrights and want an 


experienced engineer for designing, laying out and esti- 
mating. Applicant must be progressive and a worker. Op- 
portunity for a nice stock bonus if you make good. Give 
references, experience and salary expected. Address the 


Machinery Sales & Electric Co., 5 East Fort St., Detroit, 
Michigan. 7 








McCAULEY BELTING COMPANY 


LEATHER BELTING 


412-420 ORLEANS STREET, CHICAGO, ILL. 














PORTER’S BOLT CLIPPERS 
EASY-NEW EASY-ALLEN RANDALL 


Sty 


Lar 


* 





30 YEARS’ EXPERIENCE BENEFIT OF BUYER 


30 YEARS’ ADVERTISING BENEFIT OF DEALER 


THE GOODs FOR WHICH THERE IS A DEMAND 


H. K. PORTER, Everett, Mass. 





























“Golden Rule” Grease Cup 


STEEL AND IRON === 














Perfect 





























Fit ” A 
Between iN . _ Clean 
Top and WE) Die-Cut 
Base Thread 
No on 
Wobbling Drawn sceel Top Shenk 


Malleable Iron Base 





566-570 W. Lake St. 


W.D. ALLEN MFG. CO. cateacom: 
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Single Clutch 
With Pulley 
Mounted 
—Clutch 
Engaged 








Cuts Transmission Costs % 


HE advantages of driving machinery from the line 

shaft with Johnson Friction Clutches are graphically 

shown in the accompanying pictures. ‘The left-hand 
view shows the ol -iginal installaticn, with coun itershafts over each 
machine. The right-hand picture shows the same equipment with 
Johnson Friction Clutches in place of the countershafts. Result 
one-half less initial cost, one-half less friction, one-half less trouble 
and repair, and a cleaner, lighter machine room. How many plants 
in your territory would benefit from such a change? 


Attractive Dealer Proposition 


Johnson Friction Clutches are now 
















carried in stock by many of the lead- The Old Way 
ing supply houses. This clutch appeals to ‘ 
dealers because it embodies all the “‘ 


> principles which make a perfect friction 
clutch. It is small, powerful, simple, neat 

operating easily and quietly. Has few 
parts, each made absolutely interchangeable. Being nicely balanced, 


ee 


it runs at high speed without vibration. Has no protruding parts, Ht = 
making accidents impossible. No bolts, nuts, links, etc., to become aid 
loose and cause trouble. Instantly adjusted to any tension with a, 
one screw. Working parts entirely covered, eliminating trouble at =. 
oe 


from dirt. Made both single and double type. 
You can handle our line. 


Write for literature, dealers’ terms, and Catalog “‘D-R”’ 
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FORCE FEED OILERS | with Chain Guide 


30% Oil Saving Just a Pull 


: of the Chain 
What would your trade Sis That ie ll that te necnssary oe 
say if you could guar- é a ave. ae Babi Adj 
antee this? BR it climinates the use of danger: 


and at little expense, 
ep “ladders, and delays in 








operating valves, when such de 
lavs may be vitally important 
Write for a catalog. 


BABBITT STEAM [)- 
SPECIALTY CO. 











Convince Yourself by Send- 


ing for a Sample 
New Bedford, Mass. 


Canadian Agents, Jenkins Bros., 
Engrg. Spec. Co., 300 W. Lake St., 
Toronto, Ont., Can Chicago, Ill. 

93-34 





LIDSEEN 


832-840 So. Central Ave. 


CHICAGO 
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A mae Deal 


E want your 

valve trade, but we 

realize that you 
must first find out that we 
“make good.” 

Back of the Williams 
line there is not only an 
experience of twenty-six 
. 2 long years in making and 
Air Cocks Gauge Cocks selling valves, but there is 

‘ W . a conscience. We don’t 
Air Valves ater Gauges know how to make and 


Cylinder Cocks Priming Cocks Se Se ee oes 


ad valves. 


Time and severe service have demon- 
trated that Williams Valves are good and that 
th tisfactorily n t the requirement of 


Now, we believe that we know how to do 





Our Line is the recognized standard on 


—_— 








t I t u At 
I 4 
Or cy is, first to make a good duct 
' - de 
y it 
( We do not ask for a contract of a vear’s 
eet { I ficatior You may have the option of buying 
irge 1 quantit 4 you want so long as you 
(UUM ui ind keep up with the demand 


Our extensive ad lverti sing campaign has 
rought about ich an increased demand for Wil- 
that we are looking for live dealers 





The 
STERLING & SKINNER MEG. CoO. 


DETROIT, MICH. 


If this stri ikes you as a fair prop Osition, 
ippo ' is e are determined to 
ou a SQU "ARE DE AL. 


The D. T. Williams Valve Company 


CINCINNATI, OHIO 



























































Automatic Oil Filter Sienastinit | 
| ‘ Poees ; lit Packed in 
The only Automatic Oil Filter in the market Quality Machine 
Absolutely no filtering materials used Compressed 
: White and — 
| | Colored Aa 
| Weighing 
600 Ibs. 
| - Eficiont 300 Ibs. 
_— Service 200 Ibs. 

= . 100 lbs. 
| The method Consistent 50 Ibs. 

of filtering Pri 
} = rices 
q consists of 
| AMERICAN NATURE’S 
won lg = SOLVENT 
) q 











PURIFIER ||) WATER. A 
Pei ADE ; series of iI W i | a ] N G 
i Perforated 
\ Plates and | 
the laws of | } O ‘ fas | S 
gravity. | 
| 
| 








We are Packers, Washers and Manufacturers of a com- 
plete line of Wiping Cloths of Guaranteed Quality that 
satisfies the most discriminating users. 

















— . = Dealers, Jobbers, Supply Houses 
The filter is more easily and quickly cleaned than any other 











Write Now for Proposition 
filter on the market. 
Made in all sizes from 5 gallons to 3,000 gallons. 
Write for full description Manufactured by ESTABLISHED 1891 


SPAULDING & METCALF D. ROBINSON & SONS mcr’ 


532 Arch Street, Philadelphia 
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READY REFERENCE FOR BUYERS 


Classified List of the Products of Advertisers 


*Members 


ACCESSORIES, AUTOMOBILE 


*Detroit Valve & Fittings and Detroit Brass Wks. 


Lubric ator Co. 
Powell Co. 


*Michigan 
*The Wm. 


The Russell Mfg. Co. 
ANVILS. * “ KINDS 
*Columbian Hardware 
APRONS, L E ATHER 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
ARBORS 
*Detroit Twist Drill Co. 
ASBESTOS MATERIALS 
Bominion Asbestos & Rubber Corp 


*General Asbestos & Rubber Co. 


The Russell Mfg. Co 
BABBITT METALS 
*Dodge Sales & Engineering Co. 
*Lumen Bearing Co. 
*Medart Patent Pulley Co. 
BALERS, W ASTE PAPER 
Somers, Fitler & Todd Co 
BARRELS, STEEL SHIPPING 
Wm. B. Scaife & Sons Co 
oe Ls, TUMBLING 
*Royersford & Machine Co. 
Be ARINGS, BRONZE 
*; nen Bearing Co 
BE ARINGS, ROLLER 
*’'The —- ve Pulley Co 
*Royersfor¢ ‘ound Machine Co 
"BEARINGS, SHAFT 
iry & Machine Co 
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*Medart Patent Pulley Co 
BEI TING, BAL ong 
Textile Beltin 
CANVAS STITCHE dD 
Jelting Co 
Belting Co. 
CONVEYOR 


*Victor Balata & 
BE LTING, 

—The G 
Balata & Textile 
BELTING, 
slting Co 
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“Gandy 
*Victor 





Gandy Be 
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Mfg. Co. 
sell Mfg. Co. 








iy inley’’—Stanley Belting Co 
ictor Balata & Textile Belting Co 
BELTING, COTTON, SOLID WOVEN 








*“Rurmaline,” ‘“Alfalfa’’—Burrell Belting Co. 
‘“‘Nubian’’—Empire Mfg. Co 

“Rusco’ The Russell Mfg. Co. 

‘Stanley’ — eares 3elting Corp. 

*Victor Balata xtile Belting Co. 





‘TING, 
*Alexander Bros 
Charlotte Leather Belting Co. 
*Chicago Belting Co 
*Chicago Rawhide Mfg. Co. 
Comber’’—Geo. Rahmann & Co 
*Graton & Knight Mfe. Co.. The 
*“Tewell’—Jewell Belting Co. 
*“Monarch’’—The Bradford Be 
*New York Leather Be 
*Chas. A. Schieren Co. 
*“Shield’’—McCauley Belting Co 
“Sterling’’—Chas. Bond & Co., 


LEATHER 


‘Iting Co. 
‘Iting Co. 


‘“Velvet’”—W. T. Schackley & Son Co. 
*I. B. Williams & Sons. 
BELTING, LINK 
H. W. Caldwell & Son Co. 
Chain Belt Company 
*The Jeffrey Mfg. Co. 
Link Belt Company. 
*Chas. A. Schieren Co 


BELTING, ROUND 

Belting Co. 
*Chicago Rawhide Mfg. Co. 
*Graton & Knight Mfg. Co., 
*Jewell Belting Co. 
*New York Leather Belting Co. 
*Chas. A. Schieren Co. 
*I. B. Williams & Sons. 

BELTING RUBBER 
*The Diamond Rubber Co., Inc. 
Dominion Asbestos & Rubber Corp. 
*The B. F. Goodrich Co. 
*New York Belting & Packing Co. 

BELTING, TWISTED 
*Chicago Rawhide Mfg. Co 

BELTING, WATERPROOF 

*Alexander Dreadnaught—Alexander Bros. 
*Charlotte Leather Belting Co. 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
“Comber’’—Geo. Rahmann & Co. 
*Graton & Knight Mfg. Co., The 


*Chicago 


The. 


Philadelphia. 


American Supply & Machinery 


*Jewell Belting Co. 


Manufacturers’ 


***Marine’’—McCauley Belting Co. 
*New York Leather Belting Co. 
“‘Rusco’’—The Russell Mfg. Co. 





*Chas. A. 
*I. B 


Schieren Co. 
Williams & Sons. 





*Victor Balata & Textile eons Co. 
BELTS, BAN 
The Russell Mfg. Co 


BELTS, 
Rene, 


MERCHANDISE CONVEYING 
yr. Co. 





sell Mfg. Co. 
’ POLISHING 








The Ru l 
a L TS, WE LL DRILLING 
Emy Ifg. Co 
BE NCHES & BENCH LEGS 
M ifacturing Equipment & Eng. Co. 
BITS, AUGER 
Pext« The Peck, Stow & Wilcox Co 
BITS, EXPANSIVE 
Pextc rt Pec Stow & — Co 
BLOCKS, CHAI 
*The Chist m-Moore Mfg. Co 
*“Wright = ht Co 
"me & Te I Mfg. Co 
BL Oc KS, PILLOW 
oy] Fo Iry Machine Co 





Machine Co 
Machine Co 











*Ste steel Co. 
*Valle : 
BOARD, FRICTION 
Ww. O. Davey & Sons 
BOI nag R: song E, GALVANIZED 
W. B. Scaife Sor 
‘BOL T cl TTERS 
*H K Porte isy,”” “New Easy,” “Allen 
Randall 
BOOTS, RUBBER, LEATHER SOLED 
Mulconroy Co., Inc 
BOLTS, NUTS AND SCREWS 
*Standard Pressed Steel Co 
Y BIT 
The 5 & Wile Co 
BR XC 'KETS, E EC TRIC AL CONSTRUCTION 
llinois Malleabl 








I . 
BR ACKET Ss, 
*Bond Foundry & 
*The Hill Clutch G 
*Medart Patent Sal v Co 


WALL 
bn achine Co, 


BRAKE LINING 
*General Asbestos & Rubber Co 
“Rusco’’—The Russell Mfg. Co 


BRASS G CODE, STEAM 


*American Injector Cc 
*Detroit Valve & Fittings and Detroit Brass 
Works 
*McRae & Roberts Co 
*Michigan Lubricator Co. 
*Penberthy Injector Co. 
*The Wm Rowen Co 
*Sterling & Skinner = hte 
*The D. T. Williams Va 
BRONZE BU SHINGS: AND BARS 
*Lumen Bearing Co 
BROOMS, FACTORY, WAREHOUSE AND 
RAILROAD 
*Indianapolis Brush & Broom Mfg. Co. 
*The Cleveland-Osborn Mfg. Co. 
BRUSHES, FLUE AND HEATER 
*The Cleveland-Oshorn Mfe. Co. 


BUCKETS, ELEVATOR 
W. H. Caldwell & Son Co. 
Chain Belt Company. 
*The Jeffrey Mfg. Co. 
Link Belt Companv 
BULL ROPE 
Company. 
BUSHINGS, LOOSE 
W. T. Shacklev & Son Co 
CABLES. DRILLING, WIRE AND FIBRE 
*Waterburvy Company. 
CANS, OIL, FORCE FEED 
Lidseen, Chicago. 
CAR-MOVERS 
Mover Co. 
r-Mover Co. 
CASING, WELL 
National Tube Co. 
CASTINGS, BRASS, BRONZE 
ALUMINUM 
*Lumen Bearing Co. 
CASTINGS, GRAY 
Chain Belt Company. 
*Detroit Valve & Fittings 
Works. 
Illinois Malleable Iron Co. 
*The Jeffrey Mfg. Co. 
CEMENT, LEATHER BELT 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
*Cocheco—I. B. Williams & Sons. 


*Waterbury 


Gustave 
Advance Car 
*Appleton Ca 


AND 


AND MALLEABLE 


and Detroit Brass 





*Graton & Knight Mfg. Co., The. 
*Chas A. Schieren Co. 

CHAIN RELTS 
H. W. Caldwell & Son Co. 
Chain Belt Company 


Association. 
*The Jeffrey Mfg. Co. 
*W. A. Jones Foundry & Machine Co. 


Link Belt Company 
CHAIN HOISTS 

Armington Engineering 
*Cyclone—The Chisholm- Moore 
*“Wright’’—Wright Mfg. Co. 
*Yale & Towne Mfg. Co. 
CHAIN, COIL, CONVEYOR, 

ING, LOGG ING, 
Company. 
Mfg. Co. 
CHISELS 
Peck, Stow & Wilcox Co. 
CHUCKS, DRILL 

. huck Co. 

Drill Co. 
CHUCKS, 
an Chuck Co. 

~The Hoggson & 

CLAMPS, BELT 
Wood's Sons Co. 

CLAMPS. 

r trong Bros. Tool Co. 

*“Vulean’ J. H. Williams & Co. 

CLIPPERS, BOLT 
Porter. 

CLOSE TS, PROOF 

Vogel Co 
LOTHS, WIPING 
Sons, Detroit. 

LUTCH F ge 

-The Russell Mf Co 

CLUTCHES, FRICTION 
Lldwell & Sons Co. 

Caldwell Co., Ine. 

Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*Hilliard Clutch & Machinery Co. 

*W. A. Jones Foundry & Machine Co. 
Link Belt Company. 

*Medart Patent Pulley Co. 

Yee Moore & White Co. 

vott Co. 

‘The 
“valley 
=. 


Mfg. Co. 


DREDGE, 
ETC. 


LOAD. 
Chain Belt 
*The Jeffrey 


““Pexto’’—The 


*The Cushman 
*Detriot Twist 


LATHE 





Pettis Mfg. Ca 


“oO” 


FROST 
Jos. A. 


Cc 
D. Robinson & 
Cc 
“Rusec 


a. W.. & 
W. BP. 


Reeves’’—Reeves 
Iron Works. 
Wood's Sons Co 
coc KS, 
*American Injector Co 
*Detriot Valve & Fittings 
Works. 
*McRae & 
*Michigan 


Pulley Co. 


AIR 


and Detroit Brase 

Roberts Co. 

Lubricator Co. 

*Penberthy Injector Co. 

*The Wm. Powell Co. 

*The Sterling & Skinner Mfg. Co. 

*The D. T. Williams Valve Co. 

COCKS, BAL L 

*Detroit Lubricator Co. 

*McRae & Roberts Co. 

*The Sterling & Skinner Mfg. Co. 
COCKS, CORPORATION 
Powell Co. 

COCKS, GAUGE 
Injector Co. 

3ros. 

Lubricator Co. 

The Ohio Brass Co. 

*The Wm. Powell Co. 

*The D. T. Williams Valve Co. 

COCKS, STEAM AND SERVICE 


*The Wm. 


*American 
*Jenkins 
*Michigan 
*“‘Ohio’’- 


*Detroit Valve & Fittings and Detriot Bras 
Works. 

*McRae & Roberts Co. 

*The Wm. Powell Co. 


*The D. T. Williams Valve Co. 
COLLARS, SHAFT 

*Rond Foundry & Machine Co. 

Chain Belt Company. 

Chicago Pulley & Shafting Co. 

*Dodge Sales & Engineering Co. 

*Jeffrey Mfg. Co., The 

*W. A. Jones Foundry & Machine Co. 

*Medart Patent Pulley Co. 

*Royersford Foundry & Machine Co. 

*Standard Pressed Steel Co. 

*Valley Iron Works. 


*T. B. Wood’s Sons Co. 
COMPOUND, PIPE JOINT 
Joseph Dixon Crucible Co 
CONDU IT, EL ECTRIC: AL 
Link Belt Company 


COTTER PINS AND KEYS 
*The Whitman & Barnes Mfg. Co. 
COTTON WASTE 
*The J. Milton Hagy Waste Works. 
D. Robinson & Sons, Detroit. 
COUNTERSHAFTS, SMALL 
Birkle Machine Works 
COUPLINGS, HOSE, 
Mulconroy Co., Ine. 
COUPLINGS, MOTOR 
Birkle Machine Works 
COUPLINGS, SHAFT 
Chain Belt Company. 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*Medart Patent Pulley Co. 
*Royersford Foundry & Machine Co. 
*Spiro—Bond Foundry & Machine Co. 
*Standard Pressed Steel Co. 
*T. B. Wood’s Sons Co. 
*Valley Iron Works. 


HIGH PRESSURE 
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COUPLINGS, SHAFT, FLEXIBLE 


Chas. Bond Co., Philadelphia, Pa. 
*Valley Iron Works. 
COUPLINGS, SHAFT, FRICTION CUT-OFF 


W. E. Caldwell Co Inc 
*Hilliara Clutch & Machinery Co. 
The Carlyle-Johnson Machine Co. 
Jones Foundry & Machine Co 
*Medart Patent Pulley Co. 
*Valley Iron Works 
CRABS, HOISTING 
Yale & Towne Mfg. Co. 
CRANES 
Armington Engineering Co 
*The Chisholm- Moore Mfs. Co 
CROSS-CUT SAWS 
*E. C. Atkins & Co., 7 
*Henry Disston & Sons . 
CUP L E ATHERS 
*Chicago Belting Co 
*Chicago Rawhide Mfg. Co. 
*Graton & Knight Mfg. Co. 
CUPS, OIL AND GREASE 
W. D. Allen Mfg. Co 
*American Injector Co 
Bowen Products Corporation 
*Detroit Lubricator Co. 
*Michigan Lubricator Co 
*Penberthy Injector Co. 
*The Wm. Powell Co 
*D. T. Williams Valve Co 
oe OFF COUPLINGS, FRICTION 
aldwe Co Inc 
*The Hi i Clutch Co 
*Hilliard Clutch & Mach’y Co., The 
The Carlyle Johnson Machine Co 
*Medart Patent Pulley Co 
CUTTERS, BOLT, RIVET AND WIRE 
*H. K. Porter 
CUTTERS, 
Twist Drill Co 
CUTTERS, PIPE 
*The Borden Company 
*The Curtis & Curtis Ce 
*Toledo Pipe Threading Mac ~hine Co 
CUTTERS, STORAGE BATTE RY 
*H. K. Porter 
CUTTERS, 
*H. K. Porter 
CUTTING DIES FOR LEATHER, PAPER AND 
CLOTH 


*The 


W.E 


MILLING 
*Detroit 


WIRE, ELECTRIC 


*The Hoggson & Pettis Mfg. Co 
CYLINDERS, WATER, AIR OR GAS 
National Tube Co 
Wm. B. Scaife & Sons Co. 
CYLINDERS, WATER, BRASS AND BRASS 
LINED 


F. E. Myers & Bro 
DIES, PIPE 
*The Borden Co 
*Toledo Pipe Threading Machine Co 
DOGS, LATHE 
*Armstrong Bros. Tool Co. 
**Vulcan’—J. H. Williams & Co 
DOOR HANGERS 
Myers & Bro 
DRAINERS, 
Injector Co 
DRESSING, BELT 


THREADING 


F. E 
CELLAR 
*Penberthy 


*Blue Ribbon—Jobbers Mfg. Co. 

Cook & Chick Co 

Joseph Dixon Crucible Co 
DRESSING, ROPE 

*Blue Ribbon—Jobbers Mfg. Co 


DRILLING POSTS 
*Armstrong Bros. Tool Co 


DRILLS, BIT STOCK, FOR WOOD OR METAL 
*Detroit Twist Drill Co. 
*The Whitman & Barnes Mfg. Co 
DRILLS, BREAST 
“Pexto’’—The Peck, Stow & Wilcox Co. 
DRILLS, POST 


Machine Co 

DRILLS, RATCHET 

*The Armstrong Bros. Tool Co 

‘‘Pexto’’—The Peck, Stow & Wilcox Co. 
DRILLS, TWIST, CARBON AND HIGH SPEED 
*Detroit Twist Drill Co 


*The Crescent 


*The Whitman & Barnes Mfg. Co 
DRILLS, WIRE GAGE 

*Detroit Twist Drill Co 

*The Whitman & Barnes Mfg. Co 


DROP FORGINGS 
*Columbian Hardware Co 
*J. H. Williams & Co. 
DRUMS, CAST IRON 
Pyott Foundry C« 
*Medart Patent Pulley Co. 
DRUMS, STEEL 
*Medart Patent Pulley Co 
EJECTORS 
*American Injector Co. 
*Penberthy Injector Co 
ELECTRIC LAMP GUARDS 
*Flexible Steel Lacing Co. 
ELECTRIC yee 
Federal Sign System (Electric 
ELECTRICAL SOCKETS AND BUSHINGS 
Federal Sign System (Electric) 
ELEVATOR BUCKETS 
H. W. Caldwell & Son Co. 
Chain Belt Company. 
*The Jeffrey Mfg. Co. 
*W. A. Jones Foundry 
Link-Belt Company. 


RIM 





& Machine Co. 


80 





~ Uj)P alitess _ 
WS? = =< 
ELIMINATORS, OIL 

*The D. T. Williams Valve Co. 

ENDLESS BELTS, CANVAS STITCHED 
Gandy Belting Co., The 
The Russell Mfg Co. 

ENGINE AND BOILER FITTINGS 

*American Injector Co. 
*McRae & Roberts Co. 
*Penberthy Injector Co. 
*The Wm. Powell Co. 
*D. T. Williams Valve Co. 

ENGINEERING SPECIALTIES 
Gustave Lidseen, Chicago (oilers) 
The Carlyle Johnson Machine Co. 
*Penberthy Injector Co 
*The Wm. Powell Co 
*D. T. Williams Valve Co. 

ENGINES, HOISTING 
Fitler & Todd Co. 

FASTENERS, BELT 
Steel Lacing Co. 
FEED WATER SOFTENER AND 
*Dodge Sales & Engineering Co. 
Wm. B. Scaife & Sons Co 

FIBER AND WIRE ROPE 

*Waterbury Company. 


FILES 


Somers, 


*Flexible 
PURIFIER 


*Delta File Works. 


*Henry Disston & Sons, Inc. 

*Nicholson File Company. 

*The Whitman & Barnes Mfg. Co. 
FILTERS, OIL 

Spaulding & Metcalf. 


FILTERS, WATER 
Seaife & Sons Co. 
FIRING TOOLS 
Cook & Chick Co 
FITTINGS, GAS FIXTURE 
*Detroit Valve & Fittings and Detroit Brass Wks. 
FITTINGS, PIPE, MALLEABLE 
*Detroit Valve & Fittings and Detroit Brass Wks. 
Illinois Malleable Iron Co. 
FITTINGS, WIRE ROPE 


Wm. B. 





*Waterbury Company 
FLOOR STANDS 
*Dodge Sales & Engineering Co 





*Medart Patent Pulley Co 
*Valley Iron Works. 
*T. B. Wood's Sons Co. 
FLY WHEELS, CAST IRON 
*Dodge Sales & Engineering Co. 
*The Jeffrey Mfg. Co. 
*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co 
Pyott Foundry Co 





*T. B. Wood's Sons Co 
FORCE FEED OIL CANS 
Gustave Lidseen, Chicago. 


FOUNTAINS, DRINKING 
Manufacturing Equipment & Eng. Co. 
FRAMES, WALL 
*Bond Foundry & Machine Co. 
*Dodge Sales & Engineering Co. 
*Medart Patent Pulley Co 
FRICTION BOARDS 


W. O. Davey & Sons. 

FRICTION CLUTCHES 
H. W. Caldwell & Sons Co 
W. E. Caldwell Co., Inc. 
*Dodge Sales & Engineering Co 
*Hilliard Clutch & Machinery Co 


The Carlyle Johnson Machine Co. 
*W. A. Jones Foundry & Machine Co 
*Medart Patent Pulley Co 

*Reeves Pulley Co 

*The Moore & White Co 


*T. B. Wood's Sons Co. 
FURNACES, GAS, SOLDERING 
Chas. A. Hones, Inc 
FUSES 
Federal Sign System (Electric) 


GAGES 
Starrett Co. 
GAGES, CALIPER 
*“Vulcan’’—J. H. Williams & Co. 
GAGES, WATER 
*American Injector Co. 
*Detroit Valve & Fittings and Detroit Brass Wks. 
*Detroit Lubricator Co 
*McRae & Roberts Co 
*Michigan Lubricator Co. 
*The Ohio Brass Co. 
The Penn Engineering Co. 
*The Wm. Powell Co 
*Sterling & Skinner Mfg. Co 
GASKETS 
*Diamond Rubber Co., Inc. 
Dominion Asbestos & Rubber Corp. 
*General Asbestos & Rubber Co. 
*Graton & Knight Mfg. Co., The. 
*Jenkins Bros. 
*New York Belting & Packing Co. 
GASOLINE APPLIANCES 
*Michigan Lubricator Co. 
*The Wm. Powell Co. 
GEARS 
H. W. Caldwell & Son Co. 
Chain Belt Company. 
*Dodge Sales & Engineering Co. 
*W. A. Jones Foundry & Machine Co. 
Link-Belt Company. 
*Medart Patent Pulley Co. 
Pyott Co. 


The L. S. 


GEARS, RAWHIDE 
*Chicago Rawhide Mfg. Co. 





a ee eee y 


GOVERNORS, PUMP 
*The Jeffrey Mfg. Co. 
GRAPHITE 
Joseph Dixon Crucible Co. 
*Mason Regulator Co. 
GRATES, ——— 
*Valley Iron Works. Aj 
GREASE, LU BRIC. ATING 
Joseph Dixon Crucible Co. 
*Royersford Foundry & Machine Co. 
GRINDERS, ELECTRIC 
Wisconsin Electric Co. 
GUARDS, ELECTRIC LAMP 
*Flexible Steel Lacing Co. 
GUNS, OIL AND GREASE 
*Royersford Foundry & Machine Co. 
HACK SAWS AND FRAMES 


*E. C. Atkins & Co., Inc. 
*Henry Disston & Sons, Inc. 
The L. S. Starrett Co. 
HAMMERS, HAND 
“Pexto’—The Peck, Stow & Wilcox Co. 
HANGERS, PIPE 
“Ball Joint’’—The Penn Engineering Co. 


HANGERS, SHAFT 
*Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Jeffrey Mfg. Co. 
*W. A. Jones Foundry 
Link-Belt Company. 
*Medart Patent Pulley Co. 
*Royersford Foundry & Machine Co. 
*Standard Pressed Steel Co 


& Machine Co. 


W. T. Shackley & Son Co 
*Valley Iron Works. 
*T. B. Wood's Sons Co. 


HEATING SUPPLIES 
Cook & Chick Co. 
HOISTS, TROLLEY 
Armington Engineering Co 
*The Chisholm-Moore Mfg. Co. 
HOISTS, CHAIN 
Armington Engineering Co 
*The Chisholm-Moore Mfg. Co 
*Wright Mfg. Co. 
*The Yale & Towne Mfg. Co. 
HOISTS, ELECTRIC 
*The Jeffrey Mfg. Co. 
HOLDERS, TOOL 
*Armstrong Bros. Tool Co. 
*J. H. Williams & Co. 
HOOKS, 
Steel Lacing Co. 
HOOKS, HOIST 
*“Vulcan’—J. H. Williams & wo. 
HOSE a HIGH 
Muleonroy Co., In 
HOSE, AU TOMOBIL E AND GARAGE 
Mulconroy Co., Inc. 
‘HOSE, COTTON 
—Empire Mfg. Co. 
HOSE, FIRE 
Dominion Asbestos & Rubber Co. 


BELT 


*Flexible 


Empire 


HOSE, FLEXIBLE, ALL-METAL 
Mulconroy Co., Inc. 
HOSE, FLEXIBLE, ARMORED 


Mulconroy Co., Ine 
HOSE, HIGH PRESSURE 
Mulconroy Co., Inc 
HOSE, RUBBER 
*Diamond Rubber Co., Inc. 
Dominion Asbestos & Rubber Co. 
*The B. F. Goodrich Co. 
*New York Belting & Packing Co 
HOSE, STEAM 
*Diamond Rubber Co., Inc 
Dominion Asbestos & Rubber Co. 
*The B. F. Goodrich Co. 
*New York Belting & Packing Co. 
HYDRAULIC LEATHER 
*Chicago Rawhide Mfg. Co. 
*Chas. A. Schieren Co. 
IDLERS, BELT CONVEYOR 
*Jeffrey Mfg. Co., The. 
Link-Belt Company. 
INJECTORS 
*American Injector Co. 
*Penberthy Injector Co. 
*The Wm. Powell Co. 
INSTRUMENTS OF PRECISION 
The L. S. Starrett Co. 
JAWS, FACE PLATE 
*Cushman Chuck Co. 
KNIVES, MACHINE 
*E. C. Atkins & Co., Inc. 
*Henry Disston & Sons, Inc. 
LACE LEATHER 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
*Graton & Knight Mfg. Co., 
*Jewell Belting Co. 
*New York Leather Belting Co. 
*Chas. A. Schieren Co. 
*I. B. Williams & Sons. 
LAGGING, FOR BELT WHEELS 
Empire Mfg. Co. 
LAMP GUARDS FOR INCANDESCENT 
LAMPS 


The. 


*Flexible Steel Lacing Co. 
LEATHER BELTING 
“Belting, Leather.’’) 
LEATHER SPECIALTIES 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 


(See 


PRESSURE 
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— - KNLL & QUPPLUES 
| 

. —— ; | 
« o * . ; : | 
~ i { | 

Hoisting Efficiency \ 
. ; i | 
: : srs i 
Hook a Yale Spur-Geared Chain 
Block into a Brownhoist Steel-Plate hed Stipes a 
Trolley, installit on an overhead track, 2 ee | 
\ dt | 
/ and you secure Maximum Efficiency. | 

itis : » " ri x, — 

wr Almost every load ts lifted to be moved é | 
if id AS - 
i @ away. 
\o — ‘ og | 
he Lhe Brownhoist ‘| rolley Steel Con- 
*t struction—as inthe Yale Spur-Geared 
Chain Block, maintains wd highest 
i: factor of safety. ! 














*From-Hook-to-Hook-a- 


* Line-of-Steel 

Bf Catalog 18D tells all—or ask your } 
y CS } Machinery Supply House. 

‘4 . \ For a Factory Locking Equip- 

it ment use a Yale Master Key | 








his Se De 





System. 


In rope—as in every other piece 
of equipment upon which safety 
and service depend—it pays to know what 


Horite for Particulars 


% 
| Hl 
| 4 j The Yale & Towne Mfg. Co. 


9 East 40th Street New York City 


—————————— 




















you're using. And it pays still more to | 
1) CE) RE) ( ) ee) a | 
‘ use the top-notch quality made for the par- | 
a | pene ticular service. 
: Waterbury Wire Rope, grade for grade, | 
Be 5 has no superior in quality, so any Water- | 
, Prepared bury rope meets that chief requirement. | 
eva 


. = And Waterbury Wire Rope is made in as 
For Boiler ; 
: many different lays and strands as every 
Feed : sort of rope use calls for. 


Inj jectors 


PAPOMPUI HOOT NTH EYE 


Start ,0W 20- lb 

















st on 3 ft. lift. = | 
V Ovie Ff gh 165-170 Ib. sy . . ° e | 
 Cteain ax 3 os, te, Emergency z Specify the right rope—the right kind | 
Lift Water 20-24 ft. on E is ‘ | 
eum We Bewexs of Waterbury rope—and the service you'll | 
120°130 deg. ut 60-80 Ib. ; get will be correspondingly satisfactory. | 
im = i 
115-120 deg. at 100 Ib = ° 
pst oe sen ae If you wish you knew more about rope, | 
| @ Steam, ‘and to do’ this : ask for the Waterbury Rope Handbook. 
|: : WATERBURY COMPANY . | 
= 63 PARK ROW, NEW YORK 
DFNBERTH | = CHICAGO. ...1315-1321 W. CONGRESS ST. 
DIN = SAN BRANCISCO®. ...0cc5.6.905% 151-161 MAIN ST. 
Ejectors = DALLAS, TEMAS, o..<-2<0 ens T. POWELL & CO. 
j — Automatic = NEW ORLEANS..1018 iditSons BLANCHE BLDG 
Hl 2 You cannot be sure that pay ee < ‘as ; 
| 2 your boiler feed pumps will Cellar Drainer *The Waterbury Rope Handbook will 
|= not fail. Piay safe and in- — Regrinding ' 
. foe ee tell you all you'need to know about | 
L sag oT ghuoabal gg emg ere every sort of rope how it’s made, how | 
= furnishing a constant flow under wide ranges of pressure. to splice it sizes —weigh ts complete 
= Our Catalog tells about Penberthy Injectors and R 5 
2 other Penberthy products. Write for a Copy. rope data. A Copy 1s free for the asking. 
= ESTABLISHED 1886 
PENBERTHY INJECTOR CO. 
| Detroit, Mich. 
‘ Canadian Plant: Windsor, Ont. New York Depot: 71 Beekman St. 
+ : 
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LEATHER FOR BELTING AND LEATHER 
SPECIALTY MANUFACTURERS 
Shingle Leather Co. 
LEATHERS, HAND 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
LOCKERS, FACTORY 
Manufacturing Equipment & Eng. Co. 
LUBRICANTS 
Joseph Dixon Crucible Co. 
*Royersford Foundry & Machine Co. 
LUBRICANTS, BALL & ROLLER BEARING 
*Royersford Foundry & Machine Co. 
LUBRICATORS 
*American Injector Co. 
Bowen Products Corp 
*Detroit Lubricator Co. 
*McRae & Roberts Co 
*Michigan Lubricator Co. 
*Penberthy Injector Co. 
*The Wm. Powell Co. 
*The D. T. Williams Valve Co 
MACHINE TOOLS 
Somers, Fitler & Todd Co. 
MACHINERY CLUTCHES 
*Hilliard Clutch & Machinery Co., The. 
The Carlyle Johnson Machine Co. 
*Valley Iron Works. 
MACHINERY, COAL HANDLING 
Chain Belt Company. 
*Dodge Sales & Engineering Co. 
*The Jeffrey Mfg. Co. 
Link-Belt Company. 
*The Yale & Towne Mfg. C 
MACHINERY, CONVEYING AND ELEVATING 
H. W. Caldwell & Son Co 








Chain Belt Company 
*Dodge § ; & Engineering Co. 
*The Jeffrey fz. Co 
Link-Belt Company. 


MACHINES, GRINDING AND POLISHING 
*Royersford Foundry & Machine Co 
Wisconsin Electric Co 

MACHINES, HACK SAW 
*E. C. Atkins & Co., Inc. 

MACHINES, PIPE CUTTING AND 
THREADING 

*The Borden Company 
*The Curtis & Curtis 
*Toledo Pipe Threading Machine ‘o 
MACHINES, PUNCHING AND SHEARING 


*Royersford Foundry & Machine Co 









( 


MACHINERY, WOODWORKING 
*The Crescent Machine Co. 
Somers, Fitler & Todd Co. 


MALLETS AND HAMMERS, RAWHIDE 


*Chicago Rawhide Mfg. Co. 
MATS AND MATTING, RUBBER 
*Diamond Rubber Co., Inc. 
*New York Belting & Packing Co. 
MERCHANDISE CONVEYORS 
F. E. Myers & Bro. 
METAL, BEARING 
*Dodge Sales & Engineering Co 
*Medart Patent Pulley Co. 
*Reeves Pulley Co. 
MILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia. 
*Chicago Belting Co. 
*The Chicago Rawhide Mfg. Co 
*Graton & Knight Mfg. Co., The. 
*Chas. A. Schieren Co 
MILL SUPPLIES 
Somers, Fitler & Todd Co. 
MIXERS, CONCRETE 
“‘Rex'’—Chain Belt Company. 
MOTOR TRUCKS 
The White Company 
MOTORS, AUTOMOBILE 
*Reeves Pulley Co. 
MOVERS, CAR 
Advance Car Mover Co. 
*Appleton Car-Mover Co. 
MULE STANDS 
*Bond Foundry & Machine Co. 
*Dodge Sales & Engineering Co. 
*Medart Patent Pulley Co. 
*Valley Iron Works. 
*T. B. Wood’s Sons Co. 
OAKUM 
& Sons. 
OIL FILTERS 
Spaulding & Metcalf. 
OIL WELL ACCESSORIES 
*The Wm. Powell Co. 
OILERS, FORCE FEED 
Gustave Lidseen, Chicago. 
OILING DEVICES 
W. D. Allen Mfg. Co. 
*American Injector Co. 
Bowen Products Corp. 
Gustave Lidseen, Chicago 
*The D. T. Willia Valve Co. 
*The Wm. Powell Co. 
PACKING, AMMONIA 


Dominion Asbestos & Rubber Co 


W. O. Davey 














*Hollow Center Packing Co. 
*New York Belting & Packing Co. 
PACKING, ASBESTOS 

Clinton Mfg. Co. 

Dominion Asbestos & Rubber Co. 
*Hollow Center Packing Co. 
*General Asbestos & Rubber Co. 

PACKING, HYDRAULIC 
*Chicago Rawhide Mfg. Co. 

Clinton Mfg. Co. 

Dominion Asbestos & Rubber Co. 
*General Asbestos & Rubber Co. 
*Hollow Center Packing Co. 

*New York Belting & Packing Co. 

PACKING, LEATHER 
*Chicago Belting Co. 

*Chicago Rawhide Mfg. Co. 
*Graton & Knight Mfg. Co., The. 
*Chas. A. Schieren Co. 

PACKING, PISTON 

Clinton Mfg. Co. 

Dominion Asbestos & Rubber Co. 
*General Asbestos & Rubber Co 
*Hollow Center Packing Co. 

*New York Belting & Packing Co. 

PACKING RING 

Dominion Asbestos & Rubber Co. 
*General Asbestos & Rubber Co. 
*Hollow Center Packing Cw. 

PACKING, ROD 

Clinton Mfg. Co 

Dominion Asbestos & Rubber Corp. 


*General Asbestos & Rubber Co 
PACKING, RUBBER 

*Diamond Rubber Co., Inc. 

Domirion Asbestos & Rubber Co. 

*General Asbestos & Rubber Co. 

*The B. F. Goodrich Co. 

*Hollow Center Packing Co. 





v 
*New York Belting & Packing Co. 


PACKING, SHEET 
b 


Dominion Asbestos & Rubber Corp 
*Diamond Rubber Co., Inc 
*General Asbestos & Rubber Co. 
*The B. F. Goodrich Co. 

*Hollow Center Packing Co. 
*“Jenkins ‘9 Jenkins Bros. 


*New York Belting & Packing Co. 
PACKING, VALVE STEM 

Dominion Asbestos & Rubber Corp. 

*Ger al Asbestos & Rubber Co. 

*Hollow Center Packing Co. 

*New York Belting & Packing Co. 
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HE only hollow-jawed malleable iron 
vises made. Will not chip, crack or 
break. 


ae = 
ee 


Renewable steel jaw faces. 
Complete line. 
Write for Catalog 

The 
COLUMBIAN 
- HARDWARE 
COMPANY 
Cleveland, Ohio 














MASON 


Reducing Valves 
ARE STANDARD 


Do You Carry 
Them in Stock? 


MASON REGULATOR CO. 


BOSTON, MASS. 

















Circulating Oil Bushing 





TRADE MARK ‘‘C OB” REGISTERED 


The only bushing with a positive circula- 
tion keeping the oil in a constant 
flow to both ends and back to center. 
Will run high speed and save 90% of oil. 


W. T. SHACKLEY & SON CO. 
49 HIGH STREET :: BOSTON, MASS. 


Write Note the 
ae Fins and 
Oil 
Agency Grooves 
Proposi- No 
tion . 
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MILL QUPPLIES 








"Want Our Catalogue ? 


| 7 REPRESENTING THE LARGEST. 
er AND MOST COMPLETE LINE OF POWER 
=~ TRANSMISSION APPLIANCES MANUFACTURED: 


VALLEY IRoN Works Mrrs. 


























Twenty-Nine 


Years of Experience, in learning how, has taught us what we are doing now. 
No order too small, none too large, in our standard lines of Engine and Boiler 
Trimmings, Plumbers’ Supplies, Water Gauges, Gauge Cocks, Air Cocks, 
Steam and Gas Service Cocks, Lubricators, Bibbs, etc., of which we are 


The Largest Manufacturers in the World 


The McRae & Roberts Co. DETROIT, MICH. 

















ARMINGTON 


Monorail Equipment 

















A Prectival Clutch 


The Caldwell Friction Clutch works 
on exactly the same principle as your 
automobile brake—a_ flexible band, 
lined with Raybestos, tightened with 
a lever and adjusted with a single 
screw. 





» , 








That means it’s practical 

Most clutch breakages are due to 
having one of several adjustments too 
tight. With only one adjustment, this 
cannot possibly happen in the Cald- 
well Clutch. 

Avoid clutch troubles 
Caldwell. 

Send for Catalogue 


W. E. CALDWELL CO. 


INCORPORATED 


install a 


















380 E. Brandeis St. 
LOUISVILLE, KY. 


FRICTION 

















CLUTCHES 




















Type “B” Geared 
A Full Line of “I’’ Beam 
Trolleys Always in Stock 


Hand and Electric 
HOISTS AND CRANES 


ARMINGTON ENGINEERING CO. 


Wickliffe, Ohio 
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PEGS OR PINS, RAWHIDE PRESSES, PAPER BALING *Reeves Pulley Co. | ' 
’ *Chicago Rawhide Mfg. Co. Somers, Fitler & Todd Co. *Saginaw Mfg. Co. 
| PIPE THREADING TOOLS PROTECTORS, ELECTRIC LAMP PULLEYS, HEADED 
*The Borden onion - a *FPlexible Steel Lacing Co. *“Dodge Sales & Engineering Co. 4 
*The Curtis & Curtis Co. PULLEY BLOCKS *Medart Patent Pulley Co. 
i *Toledo Pipe Threading Machine Co. *Wright Mfg. Co. *Reeves Pulley Co. : =~ 
i PIPE VISES PULLEY COVERING PULLEYS, IRON CENTER 
i *Toledo Pipe Threading Machine Co. *Chicago Rawhide Mfg. Co. *Dodge Sales & Engineering Co. 
' PIPE, STEEL PULLEYS, CAST IRON *The Ohio Valley Pulley Works. 
| National Tube Co é Birkle Machine Works *Medart Patent Pulley Co. 
> x en . Chain Belt Company *Reeves Pulley Co. 
| Big = ry _— amon *Dodge Sales & Engineering Co. *Saginaw Mfg. Co. 
5 46 Samnees, Pities & FeGs Co *Jeffrey Mfg. Co *T. B. Wood’s Sons Co. 
‘ PLATES, BASE *W Tones Foundry & Machine Co. PULLEYS, LOOSE i 
j . : 2 4sLEYS, L . 
} *Bond | ° indry & Machine <¢ ) Lin It Company. Chicago Pulley & Shafting Co. ; 
i *Do ige Ss ule s & Engine ering Co *Medart Patent Pulley Co *Dodge Sales & Engineering Co. it 
“The Hill Clutch Co Pyott Co me i : *Medart Patent Pulley Co. ! : 
PLATES, FLOOR AND CEILING Ea he og a *The Ohio Valley Pulley Works. i 
The Penn Engineering Co = beet mapin Co. Pyott Co. i 
*Valley Iron orks > —— 5 
tRS ‘ , *Reeves Pulley Co. | E 
i PLIERS . —— . : 2 a am : 
| The Peck, Stow & Wilcox Co. ; ur ee LLEYS, CONE Saginaw Mfg. ot - asiiiinid j 
. . : ” _ *Saginaw : g. 0 PULLEYS, ) Hy 
*LUGS, BRASS AND FUS LE —— - H 
*Ame eae Inje« a a PULLEYS, CONVEYOR Birkle Machine Works. i E 
*The Wm. Powell Co *Medart Patent Pulley Co *Saginaw Mfg. Co. | 3 
*The D. T. Williams Valve Co PULLEYS, FLANGE PULLEYS, STEEL i 
PLUMBAGO *Dodge Sales & Engineering Co. *Dodge Sales & Engineering Co. | j 
Joseph Dixon Crucible Co. *The Hill Clutch Co. W. T. Shackley & Son Co. § 
- : pied, *Medart Patent Pulley Co : PULLEYS, STEEL RIM 
POLES, TUBULAR STEEL *The Ohio Valley Pulley Works. *Medart Patent Pulley Co. 
National Tube Company. *Reeves Pulley Co b a i : Sige Se ee i 
ree ' : : *Saginaw Mfg. Co PULLEYS, STEP CONE 
POWER TRANSMISSION APPLIANCES *y sHiey Iron Works *Dodge Sales & Engineering Co. 
*Bond Foundry & Machine Co. alley : ish seg ; = beads *Medart Patent Pulley Co. } 2 
Chain Belt Company ‘deg eUEEes S, FRICTION CLUTCH *The Ohio Valley Pulley Works. | i 
Chicago Pulley & Shafting Co \ ; Sg hn “ S damien AP Pyott Co. be 
*Dodge Sales & sineering Co. eNativa Santee & Pieroni td ae : *Reeves Pulley Co. hy 
. “Tee 7 . -hinery Co odge Sales ¢ “ € . . ‘ 
ag geod ~ oe “ The Hilliard Clutch & Machinery Co. *Saginaw Mfg. Co. ‘ 
ia a The Carlyle Johnson Machine Co. PULLEYS, TAPER CONE k 
Link Belt ‘Company *W. A. Jones Foundry & Machine Co. *Dodge Sales & Engineering Co. & 
*W. A. Jones Foundry & Machine Co *Medart Patent Pulley Co *Medart Patent Pulley Co. ¢ 
*Medart Patent Pulley Co ‘ “The Moore & White Co "The Ohio Valley Pulley Works. ‘ 
*The Moore & White Co. *yott Co. »yo 0. : 
Pyott Co. *Reeves Pulley Co. *Reeves Pulley Co. 
Barer cna tos gi 4 & Machine Co. Pe a tase Blac sa *Saginaw aa > ee 
*Standar¢ *ressed Steel Co. - ood’s Sons i — ALE YS, ih 4 
cClGtaimne PULLEYS, GROOVED *Dodge Sales & Engineering Co. ki 
*Valley Iron Works Birkle Machine Works. *Medart Patent Pulley Co. 5 
*Dodge Sales & Engineering Co. *The Ohio Valley Pulley Works g 
PRESSES, DRILL AND FOOT *Medart Patent Pulley Co. *Reeves Pulley Co. ‘4 
*Royersford Foundry & Machine Co. *The Ohio Valley Pulley Works. *Saginaw Mfg. Co La 
ra 
fe 
ee 
' 
. 5 
To Equalize @%_ Pressure and 
nef \ 
cz. *7 \ ve 
| 1STEEEA GE yX F t E 
| » aS aFractor | 
= = we 4 
i Ts 
Y eS of Safety sg 
install Jenkins NY e i | 
Automatic £ } 


Equalizing Stop 
and Chec k 
Valves. 
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Tank Economy 


It’s economy to install a Caldwell Cy- 
press Tank because it’s a tank that will 
give you the longest, most satisfactory 
service a cypress tank can give. 

The Caldwell Cypress Tank is con- 
structed of long-lived cypress according 
to engineering principles. Every joint is 
machine-planed with full bearing. The 
hoops are of the proper size and spaced 
so that no hoop is over-stressed. The 
result is a tank that is thoroughly leak- 
proof and serviceable for many years. 


Send for Catalogue 
W. E. CALDWELL CO. 


Incorporated 


Further 2430 Brook St., Louisville, Ky. 


reque st 
JENKINS BROS. 


New York Philadelphia Boston 





information upon 














“Jenkins Valves Jes 
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One of these White Trucks has traveled 100,000 miles, another 70,000 miles, in the service of 
the White Hardware Co., Wilkes-Barre, Pa. 


OWNERS’ RECORDS OF 
100,000 MILES AND MORE 


HE ultimate mileage of White Trucks is still 

unmeasured. Some have rounded out 300,000 
miles. Many have run 200,000 miles. Hundreds, prob- 
ably thousands, have passed the 100,000 mark—a very 
common White performance. 


We have just published a book which tells of more 
than 400 White Trucks with operating records of 
100,000 miles and over. These trucks are still giving 
good service today. 


This book is the most convincing exhibit on the 
subject of truck durability that has ever been presented. 
It gives a new insight into truck economy through 
truck longevity. A copy of “100,000 Miles and More” 
will be sent to anyone interested, upon request. 





THE WHITE COMPANY 


CLEVELAND 
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PUMPS, AIR 
F. E. Myers & Bro. 
PUMPS, ELEVATOR 
Myers & Bro. 
PUMPS, HAND 
F. E. Myers & Bro. 
PUMPS, HYDRAULIC PRESSURE 
F. E. Myers & Bro. 
PUMPS, JET 
*American Injector Co. 
*Penberthy Injector Co. 
PUMPS, 
Myers & Bro 
PUMPS, OIL 
*Detroit Lubricator Co. 
*Penberthy Injector Co. 
PUMPS, POWER, BELT 
F. E. Myers & Bro 
PUMPS, STEAM 
Cook & Chick Co 
PUMPS, TANK 
Myers & Bro. 
PUNCHES AND DIES 
*Royersford Foundry & Machine Co 
RACKS AND SHELVES, STEEL 
Manufacturing Equipment & Eng. Co 


F. E. 
AND WINDMILL 


MINE 
F. E. 


AND MOTOR 


EF. E. 


RAILS, ELECTRIC MOTOR 
Birkle Machine Works 
RASPS 
*Delta File Works 
*Nicholson File Company 


RATCHETS 
*Armstrong Bros. Tool Co 
REAMERS 
*Detroit Twist Drill Co 
*The Whitman & Barnes Mfg. Cc 
REGUL ATORs, PRESSURE 
*The Ohio Brass Cx 





_RINGS, VAL V E 
*General Asbes & Rubber Co 

ROPE DRIVES 
*Dodge Sale & Engineering Co 
H. W. Caldwell & Son Co 
*Hill Clutch Co., The 
*Medart Patent Pulley C 
*T. B. Wood's Sons C 

ROPE, TRANSMISSION 


*Waterbury Company. 





ROPE, WIRE, FIBRE AND SISAL 
*Waterbury Company. 
RUBBER GOODS, MECHANICAL 
*Diamond Rubber Co., Inc. 
Dominion Asbestos & Rubber Co. 
*General Asbestos & Rubber Co. 
*Jenkins Bros. 
*The B. F. Goodrich Co. 
*New York Belting & Packing Co. 
SAFETY DEVICES 
*The Crescent Machine Co. 
*Dodge Sales & Engineering Co. 
SAFETY SHAFT COLLARS 
Chain Belt Company. 
*Dodge Sales & Engineering Co. 
*Medart Patent Pulley Co. 
*Standard Pressed Steel Co 
SAW TEETH AND SHANKS 
*E. C. Atkins & Co., Inc 
*Henry Disston & Sons, Inc 








SAWS, BAND 
Atkins & Co., Inc., (for wood and metal) 
1e Crescent Machine Co. 
*Henry Disston & Sons, Inc 
SAWS, CIRCULAR 
"EK. ¢ Atkins & Co., In 
*Henry Disston & Sons, Inc 
SAWS, CROSSCUT AND RIP 
*E. ( is & Co., Ine 
*Henr on & Sons, Ine. 
SAWS, HACK 
*E. C. Atkins & Co., Inc 
*Henry Disston & Sons, Inc 
Th l.. S. Starrett Co 
SAWS, SWENG, CUT-OFF 
he Crescent M: 1ine Co 
SCRAPERS, PIP f, FOR COLD STORAGE 


WAREHOUSES 
Cook & Chick Co. 
SCREW DRIVERS 
The Pec Stow & Wilcox Co 
SC REW MACHINE PRODUCTS 
Standard Pressed Steel Co. 


SCREW, SET 


Strong, Carlisle & Hammond Co 
SCREWS, SAFETY SET 

*Standard Pressed Steel Co. 

Strong, Carlisle & Hammond Cx 


SEPARATORS, OIL AND STEAM 
*The D. T. Williams Valve Co. 


SHAFTING 
*Bond Foundry & Machine Co. 
Chain Belt Company. 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
The Carlyle Johnson Machine Co. 
*Medart Patent Pulley Co. 
*Royersford Foundry & Machine Co. 
Somers, Fitler & Todd Co. 
*Valley Iron Works. 
SHAFTING APPURTENANCES 

Chicago Pulley & Shafting Co 
*Dodge Sales & Engineering Co. 
*Medart Patent Pulley Co. 
*The Moore & White Co. 
*Royersford Foundry & Machine Co. 
*W. T. Shackley & Son Co. 
*Valley Iron Works. 
SHAFTING, TUBULAR 
National Tube Company. 

SHEAVES, MANILA AND WIRE ROPE 


(MATERIAL FOR) 





*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co 
Pyott Co. 
*T. B. Wood's Sons Co 

SIGNS, ELECTRIC 
Federal Sign System (Electric) 

SIRENS 

redet Sign System (Electric) 


SNIPS AND SHEARS 
‘Pexto’’—The Peck, Stow & Wilcox Co. 
SOLDER 
*Lumen Bearing Co, 
SPROCKET RIMS, VALVE 
Babbitt Steam Specialty Co. 
SPROCKETS 
H. W. Caldwell & Sons Co. 
Chain Belt Company. 
*The Jeffrey Mfg. Co. 
*W. A. Jones Foundry & Machine 
Link-Belt Company. 
*Medart Patent Pulley Co. 
Pyott Co. 


OPERATING 


oO. 


SQUARES, STEEI 


The Peck, Stow & Wilcox Co 








Satisfied Customers 


mean 





Quarter 
Turn 


Homestea 


are rendering efficient service in countless 


is severe. 
pendable v 


patterns, of Brass, Semi-Steel, 
compositions, in all sizes up to 6" and in all 
Ibs. to the square inch. 


HOMESTEAD VALVE MFG. 


HOMESTEAD 





Profitable Business 





Valves 


ies throughout this country on water, air and’steam lines; on 
operating machines, and in other places where the service 
@ The next time your customers are in need of a de- 
valve on a troublesome line, be sure to recommend 


Homestead Quarter-Turn Valves 


Made in the Straight-Way, Three-Way, Four-Way and Angle 
Monel Metal and special 








The 








In strength, power and push the ATLAS Car-Mover 
is without an equal. The unique design and con- 
struction of the spurs make slipping impossible. 


One man with the ATLAS can easily move a loaded 
ear, 
empty car. 


Best and Most Powerful 
Car-Mover Made 


while 12 men without it can hardly budge an 








Let us tell you all about its many fea- 
tures. Write for literature and prices A 


Appleton 
Car-Mover Co. 











Mills and Factor- 


pressures to 5,000 


COMPANY 


PA. 


327 South 








Have You Received Our New Prices ? 


LUE RIBBON 
ELT. DRESSING 


A Superior Value 


Backed by 


A Broad, Co-Operative Service 


Write NOW 


The Jobbers’ Manufacturing Co. 


La Salle Street Chicago 
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Advertisers please mention MILL Suppuigs. 
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SHINGLE ‘LEATHER: CO. 


313 and 315 Vine Street 
PHILADELPHIA 





Rough and Curried 
Leather 


For 
Belting Manufacturers 


SL’ 


Curried Leather 
For ; 
Hydraulic purposes, Disks 
Clutches, Fan Belts and 
All Kinds of Specialties 











Peace is declared! 


CLINTON MF’G CO. 


ASBESTOS 


1854 


We've made Packings 
For over Fifty Years 
— only Real Service 
Could exist so long. 


Better place that stock order. 


84 Grand Ave.,Brooklyn, N. Y. 








Hottest ever built without 
blower. Will heat a pair of 
14-lb. coppers in7 minutes. For hat- 
chet and large size irons. 
Automatic Blast Gas 
Soldering and 
Melting Fur- 
naces, Laborato- 
ry Burners, etc. 


BUZZER No. 43 










Write for Catalogue. g@ 
Dealers’ Terms on@iie 
request. 


CHAS. A. HONES, Inc., 
90 Noble St., Brooklyn, N.Y. 











Iron Bodie: 





For Hard Service - Latest Improvements 
Accurate Workmanship - Many Siyles and Sizes 
The Cushman Chuck Co. 


Hartford, Conn., U.S.A. 














Do not make the mistake of overlooking the 


Sweetland Lathe Chuck 


But look it over! 
Inquire about it! 
Buy it! 

It gives the serv- 
ice you desire 
and are willing 
to pay for! 
The Hoggson & 
Pettis Mfg. Co. 


New Haven, Conn. 








STANDARD IRON 
MOTOR PULLEYS 
FROM 1, TO 12 
INCH DIAMETER 
Shipped Within 24 
Hours After Receipt 
of Order 


Phone Main 754 
and 755 


126-128 South 
Clinton Street 


BIRKLE MACHINE WORKS—Chicago 
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AIR AND GAS RECEIVERS 
HYDRO-PNEUMATIC TANKS 
HOT WATER STORAGE TANKS 
GASOLINE STORAGE SYSTEMS 
EXPANSION TA iKS 
STEEL SHIPPING BARRELS 





GCAIFE @ Soy. 
v8 ONS ¢ 


PITTSBURGH, PA. 
38 S.DEARBORN ST. CHICAGO 
26 CORTLANDT ST. NEW: YORK 





GALVANIZED AND PAINTED 


STEEL TANKS 


RIVETED, WELDED OR BRAZED 
SEND FOR NEW CATALOGUE 











STEAM SPECIALTIES 
*American Injector Co 
*Michigan Lubricator Co 
*Penberthy Injector Co. 
*The Wm. Powell Co 
*The D. T. Williams Valve Co. 
STEEL PULLEYS 
*Dodge Sales & Engineering Co. 
STEEL STAMPS AND MARKING DIES 
*The Hoggson & Pettis Mfg. Co. 
STOCKS AND DIES 
*The Borden Company 
*The Curtis & Curtis Co. 
*Toledo Pipe Threading Machine Co. 
STOOLS AND CHAIRS, FACTORY 
Manufacturing Equipment & Eng. Co. 
STRAINERS 
*American Injector Co. 
*Penberthy Injector Co. 
STRAPS, LEATHER 
*Chicago Belting Co 
*Chicago Rawhide Mfg. Co. 
*Graton & Knight Mfg. Co 
TANKS, FOR AIR, GAS AND LIQUIDS 
Wm. B. Scaife & Sons Co. 
TANKS, SEAMLESS STEEL 
National Tube Company. 
TANKS, WOOD AND STEEL 
WwW. E. Caldwell Co Inc 
TAPES, STEEL 
The L. S. Starrett Co. 
THRESHER BELTS 


Gandy Belting Co., The. 


*New York Belting & Packing Co. 
*I. B. Williams & Son. 
THUMB NUTS AND SCREWS 
Williams & Co. 
TIGHTENERS, BELT 
*Medart Patent Pulley Co 
*T. B. Wood's Sons Co. 
Pyott Co. 
TILING, RUBBER, INTERLOCKING 
*New York Belting & Packing Co. 
TIRES, AUTOMOBILE 
*The Diamond Rubber Co., Inc 
*The B. F. Goodrich Co. 
TOOL HOLDERS 
Armstrong Bros. Tool Co. 
*J. H. Williams & Co. 
TOOLS, BORING 
*Armstrong Bros. Tool Co. 
TOOLS, CARPENTERS’, MACHINISTS’ AND 
WHEELWRIGHTS’ 
*Nicholson File Company. 
The Peck, Stow & Wilcox Co 
The L. S. Starrett Co. 
TOOLS, FIRING, FURNACE 
ROOM 


*J. H. 


AND BOILER 


Cook & Chick Co. 

TOOLS, LAFHE AND PLANER 
*Armstrong Bros. Tool Co. 
*J. H. Williams & Co 
TOOLS, PLUMBERS’ AND STEAMFITTERS’ 
*The Borden Company 
*The Curtis & Curtis C 


The Peck, Stow & Wilcox Co. 


*Toledo Pipe Threading Machine Co 
TOWERS, TANK 


W. E. Caldwell Co., Inc 
TRACK SYSTEMS, SWITCHES, FROGS, ETC. 
rmington Engineering Co; 


\ 
*The Chisholm-Moore Mfg. Co 
TRANSMISSION ROPE 
*Waterbury Company. 
TRANSMISSION, VARIABLE SPEED 
*The Moore & White Co. 
*Reeves Pulley Co. 
TRAPS, STEAM 
Strong, Carlisle & Hammend Co. 
*D. T. Williams Valve Co. 
TROLLEYS, OVERHEAD 
Armington Engineering Co. 
*The Chisholm-Moore Mfg. Co. 
*Wright Mfg. Co. 
TRUCKS, MOTOR 


The White Company 
TUBES, BOILER, LAP-WELDED AND SEAM- 
LESS STEEL 
National Tube Company. 
TUBING, LAP-WELDED AND SEAMLESS 
STEEL 
National Tube Co. 
TUBING, RUBBER 
*Diamond Rubber Co., Ine. 
*New York Belting & Packing Co 
TWINE, BINDER 
*Waterbury Company. 
UNIONS, BRASS AND IRON COMBINED 
Illincis Malleable Iron Co. 





CUP POINT 
HEADLESS SET 


*““STANDCO”” HOLLOW SET 
HEX AND SQ. HOLES 


DELIVERIES FROM STOCK 


Manufactured by 


OVAL POINT 
HEADLESS SET 


STANDARD PRESSED STEEL CO. 


HEX CAP 


‘PHILADELPHIA 
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Specify Sanitary 
Bubbling Fountains 


For Factory and Office Buildings 


They Increase the 
Efficiency and 
Health of the Em- 
ployes 


Hundreds of 
America’s largest 
concerns have 
their plants 
eqhnip pe d 
throughout with 
these fountains in 
numbers running 
as high as 120 in 
a single installa- 
tion. These foun- 
tains are for at- 
tachment to the 
municipal supply; 
are cork-jacketed., 
have 15% coils of 
14-inch brass pipe 


and will supply 
150 persons. 
Many types for 
‘ 2 wi bubbler 
Ww use with l 
rite for or glass. with 
Catalogue both or either. 


covering our line of Wash Bowls, Metal Lockers, All-Steel Stools 
and Chairs, with Inset Wood Seats, Stock and Storage Racks, 
Metal Shelving, Metal Vault Fixtures, Improved Soda Kettles, 
40 and 60 gallons, Water Heaters and Instantaneous Mixers, 
Bubbling Drinking Fountains with or without Ice Coolers, 
Work Benches and Bench Legs, Drawing Stands, ete. 


Manufacturing Equipment & Engineering Co. 


136 Federal Street, Boston, Mass. 
Works: and Mail Address Framingham, Mass. 














Six Quarts of Oil 


How many applications of oil with an ordinary oil 
can would be necessary to use up six quarts of oil 
in lubricating a power pump? How much time 
would it require to do this? These are the things 
buyers of power pumps are considering today and 

especially MYERS SELF- 
N OILING BULLDOZER POWER 
PUMPS have set a new standard of 
power water service. If you are not 
=~ acquainted with this MYERS pro 
duction we would your 
writing us today. 


since 










suggest 


F.E.MYERS 
A SHLAND,; Oe? 


F. E. MYERS & BRO. 


No. 50 Orange St. Ashland, Ohio 


Manufacturers of 


Pumps for Every Purpose, Hay Tools, Door Hangers 




















Introducing 





Williams Agrippa. 
Turning~ Tool Holder 
Set Screw Pattern 


To provide increased and abundant 
variety of selection in Williams’ “Agrippa” 
line of Tool Holders, we offer this Set 
Serew Pattern of Turning-tools primarily 
for those who use Cutters made of steel 
which has been hammered or rolled with a 
greater variation in size than is common 
to usual mill practice. But for the major- 
ity of users who purchase Cutters of accu- 
rate size, we recommend the original 
“Acrippa” Turning-tool of Cam Pattern 
as being stronger, more reliable and more 


generally satisfactory than any other 
method of Cutter-fastening. Both pat- 


terns are illustrated above. 


The Screws, made of a fine grade of 
Alloy Steel, are accurately machined and 
carefully heat-treated and hardened. 
They are unusually tough and strong and 
give the maximum efficiency obtainable 
from this type of Cutter-fastening. 


Right and Left Hand Offset and Straight 
Shanks in stock at same prices as Cam 
Pattern of corresponding size. 


A copy of our Machinists’ Tools 


Booklet will be 


J. H. Williams & Co. 


2 Richards Street, Brooklyn, N. Y. 
42 South Clinton Street. Chicago, Il. 


sent on request 


— 
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VALVE DISCS 

Dominion Asbestos & Rubber Co. 
VALVE LEATHERS 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
*The Graton & Knight Mfg. Co. 
VALVE OPERATING WHEELS 

Babbitt Steam Specialty Co. 

VALVES, AIR 
*Detroit Valve & Fittings and Detroit Brass Wks. 





“try > 7 TTA CR 
AMULL SUPPLIES 
*The Wm. Powell Co. 

*The D. T. Williams Valve Co. 
VALVES, LOCK SHIELD 
*The Ohio Brass Co. 
*The Wm. Powell Co. 
VALVES, POP SAFETY AND RELIEF 
*Detroit Lubricator Co. 
*The Wm. Powell Co. 

VALVES, PRESSURE REGULATING AND 

REDUCING 


WASTE, COTTON AND WOOL 
D. Robinson & Sons, Detroit. 
*The J. Milton Hagy Waste Works. 
WATER CLOSETS, FROST PROOF 
Jos. A. Vogel Co. 
WATER GAGES 
*American Injector Co. 
*Detroit Valve & Fittings and Detroit Brass Wks. 
*Michigan Lubricator Co. 
*The Ohio Brass Co. 
*Penberthy Injector Co. 


*Homestead Valve Mfg. Co. 
The Penn Engineering Co. 
*Sterling & Skinner Mfg. Co. 


*Mason 


*Jenkins Bros. 
*Detroit Valve & Fittings and Detroit Brass Wks 
*The Ohio Brass Co a 

rhe Wm. Powel ‘o. 
enberthy Injector Co % n. Powell Cc 


*Homestead Valve Mfg. Co 
*Jenkins Bros 

*The Ohio Brass Co ‘The 
*The Wm. Powell Co ‘ 
"The BD. F. 


*Homestead Valve Mfg. Co. 
*Jenkins Bros. New York Belting & 


*The Ohio Brass Co. 


VALVES, BALANCED, FLOAT 
Regulator Co 


VALVES, BLOW OFF See ae 


*Jenkins Bros. 


*Detroit Lubricator Co 


VALVES, CHECK 


*Jenkins Bros 

*The Ohio Brass Co. 
*The mn 
» Wm. Powell Co rhe D. T. 
he D. T. Williams Valve Co. 


VALVES, GATE, GLOBE AND ANGLE 


*Jenkins Bros 


*Detroit Valve & Fittings and Detroit Brass Wks. *The Wm. Powell Co. 
Williams Valve 


VISES, ALL KINDS 


*Homestead Valve Mfg. Co. *The D. T 
*Jenkins Bros. 
*The Ohio Brass Co *Columbian Hardware 


*Penberthy Injector Co. 
*The Wm. Powell Co 
*The D. T. 


Williams Valve Co *Curtis & Curtis Co 


VALVES, HIGH PRESSURE ‘J. H 





*Toledo Pipe Threading 
Williams & Co 
WASHERS, LEATHER 


*Chicago Belting Co 


Williams Valve Co. 
VALVES, HYDRAULIC 


*Mason Regulator Co. 


VALVES, PUMP OR RUBBER The 
*Diamond Rubber Co., 
Dominion Asbestos & 
Goodrich Co. 


*Michigan Lubricator 


Williams Valve Co 
VALVES, THROTTLE 


*Detroit Lubricator C« 


VISES, 


chine Co 


» Graton & Knight 
*Chicago Rawhide Mfg. 

WASHERS, 
*Diamond Rubber Cx 
Dominion Asbestos & 


RUBBER 


*The Wm. Powell Co. 
WEBBING, INDUSTRIAL 
tussell Mfg. Co. 
WELDING RODS 
‘oO. *Lumen Bearing Co. 
WELL SUPPLIES 
*The Wm. Powell Co. 


*Homestead Valve Mfg. Co *New York Belting & Co. WINCHES 
*Jenkins Bros. a ae ‘ Y os 
*The Wm. Powell Co : VALVES, RADIATOR *The Yale & Towne Mfg. Co. 
*The D. T. Williams Valve Co *Detroit Valve & Fittings and Detroit Brass Wks. WIPING CLOTHS, MACHINERY 


Robinson & Sons, Detroit. 


*The J. Milton Hagy Waste Works. 
WIRE ROPE FITTINGS 
*J. H. Williams & Co. 


WIRE, MUSIC 

*Waterbury Company. 

WIRE ROPE, ARMORED 
*Gore Patent—Waterbury . Company. 

WIRE ROPE, FIBRECLAD 
*Waterbury Company (See also “Rope’’). 

WOODWORKERS, VARIETY, PORTABLE 

D. Robinson & Sons, Detroit. 

WRENCHES, ADJUSTABLE 
The Peck, Stow & Wilcox Co. 
*The Whitman & Barnes Mfg. Co 

WRENCHES, DROP FORGED, OPEN END 
*Armstrong Bros. Tool Co. 
*The Whitman & Barnes Mfg. Co. 
*J. H. Williams & Co. 
WRENCHES, PIPE 

*J. H. Williams & Co 
The Peck, Stow & Wilcox Co 
Co. YARNS, SPUN 
20. *Waterbury Company. 

















GREASES 


for every lubricating problem 


Graphite 


Dixon’s 
characteristics for vari 


with different 
Mus lubricating problems. 
vary in consistency, heat-resisting ability and kinds of 
ingredients for the problem each is peculiarly fitted to 
solve. S| he grease best adapted for one kind of lubri- 

be entirely worthless and harmful for an- 


DIXON'S 


Graphite Greases 


are the result of over 90 years’ manufacturing expe- 
rience. They are made from the highest grade oils and 
scientifically combined with Ticon- 


Greases are made 


They 


greases and are 
deroga Flake Graphite. 

If you have a lubricating problem to solve, write and 
explain your difficulty to us. We will recommend the 
correct grease for you to use. 


Booklet No. 71-KP will be of interest to those who 
have occasion to use Paint, Pencils and 
Crucibles. 


Greases, 
Made in Jersey City, N.J., by the 


Joseph Dixon Crucible Company 


ESTABLISHED 1827 
D N D N 


veces Team MARR 











EMPRESS 


Brass and Steel 
Grease and 





Plain Compre mn 


Patented 


We manufacture a full line 
of PLAIN, LEATHER 
PACKED, RATCHET, MA- 
RINE, SPRING COMPRES- 
SION, and many other styles 
of GREASE CUPS. 








Our line of OIL CUPS is 
equally satisfactory and 
complete. 





Spec sal 
Spring Compression 
Patented 


Send for Booklet ‘‘E” 
BOWEN PRODUCTS CORP. 
AUBURN DIVISION 


Successors to BOWEN MFG. CO. 
Canal Street 23 AUBURN, N. Y. 
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In the 


days when competition is keen 


days to come—in the 


the dealer who best serves his 
customers is the one who shows 
them how they can cut their 
costs by using labor-saving ap- 


pliances. 


Cyclone Hoists will definitely 
eut the costs in many Ways. 
They will quickly feed ma- 
chines, load or unload cars, pile 
stock and do a hundred and one 


jobs about the shop. 


We have an attractive prop- 
_sition for dealers. Write for it. 
Ohe Chisholm- “Moore Mtg. Co. 


Clevelan 


Hoists Cranes Trolleys 


MULL QUPPLIES 











“Chicago Rawhide” 
Lace Leather and Cut Lacing 








Made 
from the 

best green 
salted Packer 
Hides. Strictly 

a MECHANICAL 
RAWHIDE Leath- 
er for Belt Lacing purposes. 


By all means sell a high grade Belt Lacing because 
there is nothing so costly in power transmission as 
poor belt lacings. We know from experience that a 
dealer who will carry a stock of our “Chicago Raw- 


hide Selected’? Mechanical Belt Lacing will double his 


sales in this line in one year. 


“CHICAGO RAIWHIDE” Lace Leather and Cut Lac- 
ing will give double the service of the ordinary chemi- 
cal rawhide or surface tanned leather 


OUR PRODUCTS 


include “Krome” and Indian Tanned Lace Leather and Cut 
Lacing—Rawhide and “Krome” Flat Beltings, also Round 
and Twisted ee Hammers and Mallets— 
gaia Packings, Cups and U Leathers—Leather Special- 
ties, etc. 


If made of leather for mechanical purposes, we make it. 


Write for Dealer’s Terms 


(37 The Chicago Rawhide Mfg. Co. 


1301 Elston Ave., Chicago 


New England Branch: LEWIS E. TRACY CO., 
127 Broad Street, Boston 






































Starrett 


Rend 


plainly marked with bright 
black back- 


precise 





figures on 
ground, 
in graduations, 
accurate, con- 


venient. 


¢ Write for 
eS Cy 
STARRETT °° ° 
COMPANY 


ATHOL, 





HE Industrial Commissions of many 

States are insisting that all wood work- 
ing machines be fitted with suitable guards. 
You can give your customers all necessary 
safety guards on Crescent Machines. 


THE CRESCENT MACHINE CO. 
_96 Columbia Street LEETONIA, O. 
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‘““Mac-it endurance 
your best insurance” 


is a slogan which applies with 
equal force to your customers 
and you. 


To your customers it means in- 
surance against accidents and 
delavs. 


To you it means Insurance of re- 
peat business because Mac-its 
are the only set screws which 
compel a realization of higher 
quality. 
The Strong, Carlisle & Hammond Co. 
Cleveland, U. S. A. 


Branches: 
Boston, Philadelphia, Detroit, 
New York, Pittsburgh, Chicago. 


SET, CAP and SAFETY SET SCREWS 


MmMac-it 


Square-head, headless, hollow, tool-post 


See 2 
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